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INSURANCE TRUSTS 


By C. Alison Scully 


Here is a book you need. It deals clearly, comprehensively and instructively with the most significant and out- 
standing topic in the fields of trust service and life insurance. 

As Trust officer of a prominent financial institution, the author is an expert on trust agreements; and he not 
only knows his subject, but understands how to convey his knowledge to you so that you will remember and profit 
by it. He is also a member of the Bar in New York and Philadelphia. 

With the widespread interest in Insurance Trusts sweeping the country, life insurance agents, brokers, general 
agents and company executives cannot afford to be without an authoritative manual on the subject. The book 
also is of practical value to officers of banks and trust companies, attorneys and those business and professional 
men who require compact, definite and reliable information on trust agreements. Asa textbook, INSURANCE TRUSTS 
is especially suitable for universities, colleges, financial and banking courses and life insurance schools. Policy- 
holders too will find it useful in planning the disposition of estates. 

Get this book. It describes the making and operation of Trust established by policyholders for the handling 
of proceeds of their life insurance with bank and trust companies as Trustees. It discusses and explains funded and 
unfunded trusts, advantages of insurance trusts, mutual interests of insurance company and trustee, legal aspect of 
insurance trusts, duties of life underwriters and all phases of the question. Specimen trust forms are included, both 
revocable and irrevocable. Your copy of Insurance Trusts, (the price is only $3), should be ordered now from 
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CHICAGO NEW YORK 








Tue Spectator is published every Thursday by The Spectator Company, at 243 West 39th Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CXXIII, Number VI, August 8, 1929; $4.00 per annum. 
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The Life Insurance Market 


A Comparative Study of the Growth of Life Insurance 
in America and a Forecast of Its Future Based 
on the General Economic Situation 


By WittraM A. BErripcE, Ph.D. 


Economist of the Metropolitan Life Insurance Company 


“MID-STREAM VIEW” of 1929 
shows that during the first half we have 
been passing through many favoring 


A 


currents of economic forces which have greatly 


aided life insurance salesmanship—-currents 
which indeed have, in their strength and speed, 
broken many records; and looking forward 
to the second half we think we discern economic 
conditions nearly, though perhaps not quite, 
so favorable as in the first. Six months hence, 
1929 should prove to have been a very good 
year indeed for life insurance sales. 


$100,000,000,000 in Force This Month 

For the first six months, member companies 
of the Association of Life Insurance Presidents 
placed over $6,500,000,000 worth of business, 
distributed as follows: Ordinary, over $4,500,- 
000,000; industrial, over $1,500,000,000; and 
group, over $500,000,000. These figures do not 
include the sales performance of all companies, 
nor do they include any revivals, or dividend 
additions. On the other hand, they ignore 
lapsation. According to various calculations 
which we have made, August, 1929, is the very 
month during which the American companies 
will pass the epochal point of $100,000,000,000 
worth of life insurance in force; and at this 
writing there seems likely to be $3,000.000,000 
more than that in force by the end of the pres- 


ent calendar year. 
Research 


1With the assistance of the Business 


Bureau of the company. 
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Insurance and National Income 

In an article published last January, the writer 
took occasion to point out that the national 
income of the United States for 1928, which 
we estimated’ at about $91,000,000,000 per year, 
was nearly as great as the $95,000,000,000 of 
life insurance which American life insurance 
companies then had in force. It should be 
borne in mind that the $91,000,000,000 income 
is not a capitalized figure for national wealth, 
but an uncapitalized figure for the income 
actually earned within the year. If that portion 
of Canadian business which American companies 
have in force be deducted from the $95,000,- 
(00,000, the excess of insurance in force over 
income per year is still further reduced by 
about one-half, or from $4,000,000,000 to 
$2,000,000,000 in round numbers. In other 
words, the income per year of the American 
people, and the face value of life insurance in 
force upon their lives, are substantially equal. 


The Long-Run Outlook for Life 
Insurance 

It is a fact that, until recent the 
amount of life insurance in force in American 
companies had never even approximated the 
national income per year. This is strikingly set 
forth in one of the accompanying graphs, where 
these two variables are pictured together over 
Before the 


years, 


a period of twenty years or more. 


2 From figures available through 1926 of the National 
Bureau of Economic Research, extended by other data 
and methods which we consider acceptable. 


war, life insurance in force was only about 
one-half of the yearly national income; in 1909, 
$15,000,000,000 against $30,000,000,000. Since 
then the former has risen much more rapidly, 
finally overtaking the latter about twelve 
months ago. And even now, when the two 
are at substantially the same level, any reader 
can figure for himself how paltry must be a 
total coverage in force of only 90 or 100 billions, 
for a population which earns practically as 
much as that every year. 

To state the situation in a different form— 
if the total amount of life insurance now in 
force were invested at 5 per cent, it would yield 
to beneficiaries only about one-twentieth of that 
annual income which they are collectively ac- 
customed to receive. Another pertinent fact 
is that even nowadays only about two and 
one-half per cent of the national income is 
being paid to the life insurance companies an- 
nually as premiums. The per capita average 
of insurance in force among our 120,000,000 
people is only about $835. 


The Three Departments 

” From these various observations, it is self- 
evident that the earning power of the American 
people is still being very inadequately under- 
written by insurance protection, and that there- 
fore the long-run outlook for the life insurance 
market is bright indeed. 

How this growing, even though inadequate, 

(Continued on page 18) 
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NOVICE salesman of advertising sought 
counsel from a man who has successfully 
sold space for years. Here was the tip he 
got: “I don’t know any big selling points to 
give you. I call on a prospect, or an old 
customer, and spend half an hour, or perhaps 
an hour talking to him about his business. 
Then it may take me only five or six minutes to 
get his signed order. Make your customers 
like you, and you will not have to spend much 
time telling them about the merits of publicity.” 
* * * 
HARLES G. HALL, general agent at 
Richmond, for the Life Insurance Com- 
pany of Virginia, feels pretty much the same 
way about selling life insurance. “I never 
make it hard for my prospect to buy,” Mr. 
Hall remarked the other day at lunch. “I 
devote most of the interview to talking out 
the prospect, his family, or his business. Then, 
if I can’t get the application, I leave without 
going into an elaborate and intricate discussion 
of all the policy contracts in the rate book.” 
Mr. Hall is a million dollar a year producer. 
x + * 
ND, incidentally, he thinks that Charles 
P. Rogge’s “It’s All So Easy When You 
Know How,” is the best book that has ever 
been written on the subject of life insurance. 
2) 
HE Pacific Mutual News is always inter- 
esting and attractive. The August issue 
is exceptionally so. Elmer S. Nelson, of Los 
Angeles, contributed the first of a series of 
articles on the Huntington foundation. This 
one deals with the library, and is enhanced 
by reproductions of rare specimens of manu- 
scripts, old printing, and music which will 
particularly delight all bibliophiles who are 
among readers of the News. 
ok * ok 
HE Lamar Life, of Jackson, Miss., is 
going to hold a floating convention this 
year. Agents who qualify will spend a week 
cruising the Great Lakes. Several business 
sessions will be held, but advance notices rather 
more than hint that there will be civersified 
amusements and pleasures too. 
* * * 
IFE insurance agents who have been in the 
habit of getting cash with the “app” will 
learn with more than passing interest that there 
is a concerted effort among the fire insurance 
fraternity to inaugurate this praiseworthy prac- 
tice in the soliciting of fire insurance business. 


There is nothing quite like good examples. 
x ok x 


RECENT contribution to life insurance 

literature is a booklet on business life in- 
surance by Griffin M. Lovelace, third vice- 
president of the New York Life. Mr. Lovelace 
is one of the best known writers on insurance 
subjects. His latest work will no doubt be 
favorably received. 





“SMOKE” 











HE Emporia, Kansas Gazette said in an 

editorial recently: “the Kansas newspper 
boys are rejoicing over the fact that so long 
as there has to be a war it has broken out in 
Manchuria, where it won’t affect Kansas. We 
once knew a fellow, a friend of ours, who had a 
job in the powder mill, and was kind of proud 
of himself that he had picked a safe place—a 
guard at the side door, quite a ways from 
the mill itself. Well, one day there was a fire 
in that mill and before the men in the mill 
could get it stamped out our friend was a total 
loss, even to the undertaker. 

x * * 


66 T is hard to localize trouble. Hates are 
contagious—lying being so easy. War, 
as Sherman so beautifully said, is hell. And 
Hell is a highly infectious disease.” 
* ok x 
CCIDENTS are almost as hellish as war. 
And it is not only hard but impossible to 
localize accidents. When Sherman so force- 
fully described actual warfare he was thinking 
of the devastation laid in the wake oi his troops 
as he went on that memorable march to the 
sea. Accidents which are ever striking at the 
“fellow in a safe place” are even more devas- 
tating in the small circle in which they occur. 
xk * x 
ORE than one family has been left des- 
titue when the breadwinner, who didn’t 
need accident insurance by the way, was injured 
and his income ceased The man whose agent 
covers him properly does not have to fear such 
hellishness, whether it be from railroad, auto- 
mobile, or “burglary” accidents. When acci- 
dents strike out against the armored coat of in- 
surance protection the broker who advised his 
client of its dire need, need not feel remorse 
he can return to the client with one 
of the strongest sales arguments in tne world, 
and sell more coverage. 
* * 
HE man who is “immune” from accidents 
of any kind can be likened to the perpetual 
motion machines. They are yet to be discov- 


ered. 
* * ok 


PPROXIMATELY 19,000 retail gasoline 

dealers in Pennsylvania who are violating 
State Laws by selling the liquid fuels without 
the necessary permits and corporate surety 
bonds, are wailing that the bond provision of 
the law which became effective August Lise 
put up job by surety companies. They are 
fighting for the repeal of this “unfair and un- 
necessary” measure. It would be more unfair 
to the State of Pennsylvania to kill this pro- 
tective law and Pennsylvania will probabiy fight 
back to keep it in force. Last year the State 
lost thousands of dollars through unscrupulous 
dealers who failed to pay the gas tax and the only 
way the State can protect itself, is by bonding 
al dealers. 


HIS idea of pajamas as summer street at- 

tire for men is one of the most splendid 
gestures we of the so-called sterner sex have 
ever made and it is up to every man jack of us 
to get behind it, or rather get into them, and 
assert our independence so to speak. It has 
always been a mystery to me why the male 
figure, a mere elementary effort in anatomical 
design, should be prudishly concealed, and on 
the hottest of summer days, too, beneath four 
layers of heavy clothing, while a few yards of 
transparent chiffon is considered sufficient cov- 
ering for the alluring lines of the female form. 
It is a question which might well pe pondered 
by the American Standards Association 


* *k x 


HAT scantily attired man, for ex- 

ample, could possibly constitute the fire 
hazard which at least one famous beauty was 
supposed to be? For Homer, it must be re- 
membered, was blind, and it was not a face so 
much as a figure “that launched a thousand 
ships and burnt the topless towers of Ilium.” 


o* * * 


F course, if henceforth a man’s pajamas are 

to be scrutinized by the whole town he'll 
have to jazz them up a bit and it might as well 
be understood right now that the drab night 
garments affected by conservative old timers 
are absolutely de trop. You simply can’t take 
lunch at the Drug and Chemical Club in one 
of those sacks with holes punched through for 
the head and arms and a pair of shapeless pants 
creased down the sides like a sailor’s. But the 
Hollywood idea of what a gentleman should 
wear to bed may be taken as a norm, I believe, 
for the business man’s street costume. The 
Barrymore collar, patch pockets and_ bright 
colored sashes feature these models which were 
originally designed to clothe a man in dignity 
even though he be surprised in a “situation.” 


* * x 


KF ROM a labor and time saving viewpoint the 

pajama vogue is a marvelous economy. 
What with no need to spend the morning crawl- 
ing under beds and bureaus in search of col- 
lar buttons and cuff links, an insurance solicitor 
ought to be able to make five hundred addi- 
tional calls yearly. And for those benedicts 
inclined toward night life there will no longer 
be those tell-tale garments strewn about the 
floor, mute evidence the morning after of a 
bender the night before. 


x ra * 
,,ASHIONABLE weddings a iew years 
hence will probably be reported in this 
manner: “The bride was gowned in a beautiful 
creation of white tulle with a train reaching 


almost to the knee. The groom was attired 
in the conventional nightshirt.” 
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Are We Becoming Too 
Refined? 

DVERTISEMENTS for _ tooth 
paste and some of the harsher 
natured breakfast cereals tells us that 
over-refinement in foodstuffs is likely to 
play havoc with teeth and digestive 
organs long accustomed to stronger 
fibred materials. The contention is, and 
quite logically, too, that we have become 
entirely too civilized for our own good. 
The same reasoning applies to present- 
day fashions in manner of thought and 
conduct. For instance, we suspect that 
the quality “good taste” is over-refined 
today and that in some quarters, tact is 
demanding serious concessions of truth, 
a virtue often less pleasing but far more 
essential to the well being of mankind. 
Smart twentieth-century people in busi- 
ness and in society scorn sentimentalism 
while they revere cynicism. Straightfor- 
wardness has little chance when matched 
against polish and the plain truth is all 

too often damned as gross vulgarity. 
For example, there exists a school 
of thought which holds that it isn't 
“crickett” to remind a $3,000 to $5,000 
salary earner—who is also a $3,000 to 
$5,000 spender—that his children may 
have to forage for firewood in winter and 
do without ice in summer in the event he 
dies without life insurance protection. 
Such thoughts are not pleasant and there 
seems to be a general tendency to label 
“sob stuff” and avoid them. 
attitude we have little 


all such cases 
This ts an 
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patience with. The charm of a child is 
one of the few phenomenons in life that 
cannot possibly be overrated, if, indeed, 
it can ever be adequately described. Chil- 
dren still possess the capacity for bring- 
ing out all that is best in mankind, and 
children, without food in their stomachs 
or without warmth for their bodies, con- 
tinue to be just as miserable in this ad- 
vanced age as they ever were. Also, the 
head of a family who fails in his duty to 
provide against such dire contingencies 
is no more to be admired than he was 
thirty-five years ago when he was 
roundly scored by T. De Witt Talmadge, 
an outstanding minister of that day. The 
trend of this sermon, delivered in the 
Brooklyn Tabernacle, January 7, 1894, is 
suggested by the following quotation: “I 
have known men who have had an in- 
come of $3,000, $4,000, $5,000 a year, 
who did not leave one farthing to the 
surviving household. Now that man’s 
death is a defalcation, an outrage, a 
swindle. He did not die; he absconded.” 


The life agent cannot follow up the 
subject along such strongly drawn lines, 
of course, any more than he can afford 
to be too vividly descriptive in anticipat- 
ing the possibilities in store for the wife 
and children of the prospect who dies 
without life insurance. His contact is too 
personal and his interest too obviously 
vested in self for him to present the case 
for life insurance for all its raw, 
dramatic worth. At the same time, such 
a strong buying motif should not be dis- 
counted. Man’s love of family and sense 
of fair play comprise the foundation of 
life insurance; any successful appeal to 
those emotions is justifiable. 


It is doubtful if ever any man glanced 
at the illustration used some time ago by 
the Metropolitan Life Insurance Com- 
pany without forming a mental picture 
of some of his loved one in similar cir- 
cumstances. The picture showed a boy 
and girl of the early grade school ages 
struggling with a load of cast off packing 
case lumber. The text of the ad told why 
such fuel had replaced steam heat in their 
home. 

Impersonal contact such as instanced 
can go the limit in pointing out a father’s 
responsibilities and the life agent can be 
assured that a strong, well presented 
selling talk in a similar vein, but more 
delicately presented, will always prove to 
he a powerful influence. 





A Job for the Commissioners 
HE business of insurance in this 
country is cursed with a multiplicity 

of laws, stipulations and legal enact- 
ments. Insurance, like automobile traffic 
or divorce laws, labors under a burden 
of laws which vary in each of the States, 
to say nothing of the District of Columbia 
and outlying territories and possessions. 
The cost of transacting the business is 
tremendously increased, both to the com- 
panies and their agencies, by the existing 
situation. 

In fact, the status of affairs in this 
respect was aptly described by the lyric 
Frederick Richardson, United States 
manager of the General Accident, Fire 
and Life, a year or so ago when he ap- 
peared as a speaker before a diner of the 
Insurance Society and read a rhymed 
description of the evils in and trends of 
insurance and mentioned 
Rules, regulations, regulations, rules; 


The snares of wise men and the schemes of 
fools. 


The National Convention of Insurance 
Commissioners will hold an international 
meeting with the Association of Superin- 
tendents of Insurance of the Province of 
Canada at Toronto this Fall. If that 
series of sessions has nothing better to 
do, the attention of the savants might 
well again be called to the ramifications 
of insurance laws in the several States, as 
well, presumably, as in Canada. 

Public disapproval is constantly being 
focused on the home-office expense of 
administering insurance companies in ad- 
dition to the acquisition costs of the busi- 
ness. That mounting home-office cost can 
be considerably lowered, almost halved in 
fact, if the States can get together on a 
uniform set of insurance laws, taxes and 
fees. A reform of this kind is badly 
needed. The business deserves it and the 
public would appreciate the benefits it 
would make possible. In the vernacular 
of the day, it is time for the commission- 


ers to “strut their stuff.” 





Standardized Disability 
Benefits 

_ PROBLEM very much in the fore 
A at the present time is disability in- 
surance, and a concerted effort on the 
part of some companies is being made to 
have a uniform disability rider made 
mandatory. But are standardized re- 


Editorial 
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sults either desirable or attainable? If 
both are, have the companies chosen the 
wisest course to get the desideratum? 


If it is possible through a mandate of 
the National Convention of Insurance 
Commissioners to enforce the adoption of 
a uniform disability clause in a large 
majority of the States—and_ well-in- 
formed opinion holds that it is—such a 
procedure will not curb reckless under- 
writing, nor will it check liberal adjust- 
ment. A sharp analogy may be drawn 
from the fire insurance business, where 
rates in a given territory are uniform and 
compulsory. The aggressive company, 
willing to take almost anything that is 
offered, piles up volume, and frequently 
losses pile up in consequence. The more 
conservative carrier frequently shows a 
margin of profit on a smaller amount at 
risk. As to adjustments, this whole vex- 
ing question has remained unsolved by 
the companies for years notwithstanding 
a conscientious and continued effort to 
bring it under control, and thereby to 
prevent some companies from using too 
generous settlements as a bait to snare 
new premium. income. A _ standardized 
disability clause will hardly stop any life 
company from issuing this benefit to 
any applicant to whom it sees fit to grant 
it, nor will it set up a rule for dealing 
with claims—real, border line and fake. 
These are matters of individual under- 
writing and personal judgment. No 
amount of uniformity in printed forms 
will eventuate into identical results. Of 
risks offered, the companies will continue 
to take what they want and leave what 
they dv not want, and to paraphase 
Bishop Butler, gain and loss ratios will 
be what they will. 


Really the most serious aspect of the 
subject is the means the companies have 
selected to unburden themselves. With 
two strong company organizations, the 
Association of Life Insurance Presidents 
and the American Life Convention, func- 
tioning with a high degree of efficiency, 
it is to be regretted that agreement can- 
not be reached through these mediums. 
rather than join with the insurance com- 
missioners in forming rules which. may 
restrict the operations of some com- 
panies. The supervisory body as con- 
stituted at present represents as a whole 
a very high type of official, but “here we 
have no continuing city.” Its member- 


Editorial 


ship, resting solely on political fortune, is 
an ever changing kaleidoscopic pattern, 
and who knows at what future moment 
some well meaning but thoroughly mis- 
guided commissioner will propose and 
carry out radical measures of unwar- 
ranted regulation, relying as a precedent 
upon the mandate now proposed ? 





To Open Cincinnati School 
on Life Insurance 
The University of Cincinnati is announcing 
its annual fall term of practical life insurance 
salesmanship, under the direction of Dr. Chas. 






J. Rockwell, beginning October 2 and ending 
November 16. Sessions will be held on the last 
four days of each week to enable busy under- 
writers to devote all of Monday and Tuesday 
and the greater part of the remainder of the 
week to soliciting. This term is given under 
the direct patronage of the General Agents 
and Life Underwriters Association of Cin- 
cinnati. 

This year in advance to the full Rockwell 
course a special course in finance, investment 
and Corporation organization will be added for 
those who wish to qualify themselves for the 
C.L.U. examinations. Information in regard 
to both the regular term and this special course 
may be had by writing the University of 
Cincinnati. 
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Wishers and Woulders 


Even grown-ups sometimes get the “wishing 
habit’, a weakness supposed to be for youth 


The difficulty is that while the 
“wishers” of life are building 
their dream Castles in Spain, 
the “woulders” are up and do- 
ing, building their Castles of 
much more permanent brick 
and mortar. 


Successful men know this. 


They are the “Woulders” 


The Prudential 


Insurance Company of America 
Epwarp D. DurrizE.p, President 
Home Office, Newark, New Jersey 




















THE SPECTATOR 
August 8, 1929 














Coffin Elected President of 
State Life of Indiana 


New Head Had Been Vice- 
President and General 
Counsel 


H. W. Bennett Resigns Pres. 


Quits Company After 22 Years’ Ser- 
. vice to Be Relieved from 
Responsibility 








Henry W. Bennett has resigned as president 
of the State Life Insurance Company of 
Indianapolis after having served 22 years. 
Charles F. Coffin, vice-president and general 
counsel, was elected president at the meeting 
of the board of directors at which Mr. Bennett’s 
resignation was presented and accepted. 

In a statement to the board, Mr. Bennett said 
he found the presidency an increasing burden 
and he desired to be relieved of the respon- 
sibilities. The retiring president has been active 
in business crcles of Indianapolis for many 
years. During the time he has headed the in- 
surance company, its assets have grown from 
less than $10,000,000 to about $50,000,000 and 
the insurance in force from $75,000,000 to 
'$275,000,000. 

The new president has been an officer ot the 
company since its organization in 1894. He 
has been active as a civic and business leader. 
The board announced that Robert E. Sweeney, 
second vice-president since 1926 and with a 
record of 27 years with the company, had been 
elected vice-president to succeed Mr. Coffin, 
and James I. Dissette, a director, elected second 
vice-president. Mr. Dissette is a_ retired 
capitalist and has been a member of the board 
22 years. 

The vacancy on the board of directors caused 
by the resignation of Mr. Bennett was filled 
by the election of Charles F. Coffin, Jr., super- 
intendent of the policy holders service depart- 
ment. Mr. Sweeney also was elected to the 


executive committee of the company and Wil- 
liam J. Mooney, a director, was elected chair- 
man of the executive committee. 

In addition to the officers, other members 
of the board of directors are Albert Sahm, 
Frank D. Stalnaker, Hugh McK. Landon, C. 
H. Beckett, and Dr. Charleton B. McCulloch. 
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Members of the board of directors expressed 
deep regret at the resignation of Mr. Bennett. 
his statement to the board 


Mr. Bennett in 





C. F. Coffin 


declared that his long association with the 
company would not be entirely severed, and that 
the directors might feel free to call on him 
at any time for advise or service. 


Northwestern National’s July 
Business 

New business of the Northwestern National 
Life of Minneapolis set a new high mark for 
July when it reached $6,003,887, marking the 
firs time a $6,000,000 total has been attained in 
July 

This was a 14 per cent gain over the July, 
1928, total of $5,237,478, the former record for 
the month. July was the opening month of the 
company’s 1930 Convention contest, which is 
being conducted on a point score basis similar 
to the Regional Convention contest which closed 
June 30. 

The White & Odell agency of Minneapolis, 
with its third successive month of $1,000,000- 
or-more production, ranked first among the 
agencies for July, with the Hugh B. Keck 
agency of Chicago, second, the A. W. Crary 
agency of Fargo, third, and Cravens, Dargan & 
Co. of Houston, fourth. 






Comprehensive Program 
for Life Underwriters 


Harold Ac. Ley Wil Tatas 
the Conservation of Human 
Life in Feature Address 


Round Table Members Confab 





Banquet and Ball Is Attraction to Be 
Held on Opening Night of 


National Convention 





One of the most important subjects on the 
program at the Washington convention of the 
National Association of Life Underwriters, 
September 25th-27th, is “The Conservation of 
Human Life in the Era of the Second Hundred 
Billion,” the topic of an address by Harold A. 
Ley, president of the Life Extension Institute. 

Mr. Ley went to work at the age of fourteen 
as office boy in the actuarial department of 
the Massachusetts Mutual Life Insurance Com- 
pany, and stayed with the company until he 
was twenty-three, when he went into partnership 
with his brother under the name of Fred T. 
Ley, Inc. in the contracting business. He was 
president of this concern until June, 1929. 
During. that period the company became one 
of the largest contracting firms in the country 
with branch offices in various cities in the 
United States and three South American 
countries. 

In 1913 Mr. Ley organized the Life Ex- 
tension Institute with the co-operation of 
Professor Irving Fisher of Yale and ex- 
President Taft for the purpose of serving life 
insurance companies, industrial concerus, and 
the public generally in the matter of periodic 
health examinations for the early detection of 
physical impairments. In 1919 the Institute 
co-operated with the Committee on the Elimin- 
ation of Waste in Industry of the Federated 
American Engineering Societies (of which 
President Hoover was chairman) in conducting 
the investigation of the extent of ill health in 
industry. 


John M. Holcombe, Jr., on Program 
“The Market for the Second Hundred Bil- 
lion” will be the topic of an address by John 


(Concluded on page 8) 





Comprehensive Program of 
Life Underwriters 
(Concluded from page 7) 

Marshall Holcombe, Jr., manager of the Life 
Insurance Sales Research Bureau. Mr. Hol- 
combe is particularly fitted to handle this sub- 
ject which is of vital interest to the men and 
women who are going to supply that market. 

Ernest J. Clark, president, and Dr. S. S. 
Huebner, Dean of the American College of Life 
Underwriters, will have a place on the program 
representing the college, and William A. Duff, 
secretary of the college and general chairman of 
the Edward A. Woods Foundation, will speak 
on the Foundation. 

The establishment of the American College 
of Life Underwriters represents the greatest 
step in history in placing the business of life 
underwriting on a skilled professional basis. 
President Clark and Dean Huebner will have 
a message which should claim the interest of 
every delegate at the convention. Likewise, the 
conyention will enjoy the privilege of hearing 
Mr. Duff réport the progress of the Edward 
A. Woods Foundation. 

George E. Lackey, chairman of the Million 
Dollar Round Table of the National Associa- 
tion, announces the program for the breakfast 
and conference at the Mayflower Hotel at 8:30, 
September 25. 

The Million Dollar Round Table has been an 
outstanding feature at the last two conventions. 
This year the committee has set up a program 
of the subjects which will be discussed. They 
are as follows: 1. What does it take to bring a 
man from $250,000 to $1,000,000 annual produc- 
tion? 2. Corporation insurance. 3. Partner- 
ship insurance. 4. Audits. 5. Co-operation 
with trust companies. 6. Obtaining prospects 
in large cities. 7. How to get examinations. 
8. Taxation (income and inheritance). 9. 
Imaginative appeal. 10. Old wine in new bot- 
tles. (Taking old life insurance payable in 
lump sums and setting up attractive optional 
methods of settlement without cost.) 11. Ma- 
joring one kind of policy. 12. The most signifi- 
cant statements which have, in themselves, sold 
large policies. 

The Million Dollar Producers who expert to 
attend this session are urged to notify M. L. 
Hoffman, assistant managing director, 11 West 
42nd street, New York, at once. 

One of the entertainment features at the 
convention will be a ball held in the ballroom 
of the hotel on Wednesday evening, when the 
Washington association will be the host to the 
convention. 

Immediately preceding the ball there will be 
an illustrated lecture by Charles Colfax-Long, 
who will give his famous talk on “Washington 
from Dawn to Dusk.” Mr. Colfax-Long has 
delivered this lecture to distinguished gatherings 
throughout the entire United States, and has 
devoted years to the collection of the rictures 
which he shows of the beautiful city in its va- 
rious aspects. 

The ladies of the Washington association 
will be hostesses to the ladies attending the 
convention at a tea. 


Life Insurance 


Interesting Campaign Results 

Los ANGELES, CaLir.—Results of “Policy 
Month,” held during June of each year by the 
Pacific Mutual Life Insurance Company, have 
just been announced by the head office in Los 
Angeles. 

More than 15,000 policyholders were inter- 
viewed during the month and $3,772,000 new 
business was sold to or through them. Ap- 
proximately 5000 new prospects were secured. 

According to official figures each interview 
by Pacific Mutual agents was worth $4.23 in 
first-year premiums alone or put in another way 
each interview resulted in the sale of $250 of 
life insurance. Approximately 12,000 applica- 
tions were written during the thirty-day period. 


Pan-American’s Research 
Department 

Dr. E. G. Simmons, vice-president and gen- 
eral manager of the Pan-American Life Insur- 
ance Company of New Orleans, La., announces 
the establishment of a research department in 
the home office for the purpose of analyzing 
agency statistics and to handle any special 
problems of this nature affecting its agency or- 
ganization. The work has been placed in crarge 
of Charles Mesman who has been with the an- 
American for ten years as Dr. Simmons’ sec- 
retary. His intimate knowledge of agency 
conditions makes Mr. Mesman particularly 
fitted for this type of work. 
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counties and municipalities. 


York Life had about 2 Million 
policy-holders Insured for 
over 6%, Billions. 


Its assets amounted to over 
1% Billion Dollars. 


COMPANY 
51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 





Nylic Public Service 


Life Insurance is “‘public service.” 
It helps individuals to save and insures their life values against loss 
by death or by total and permanent disability. 


In order to earn interest on the policy-holders’ savings, it loans money 
to home-owners, to railroads, to owners of city buildings, to public 
utility companies, to the United States government, and to states, 


Probably no other institution serves our people singly and collectively, 
both as private individuals and as citizens, in so many vital ways. 


A company’s usefulness to the community is, therefore, largely meas- 
ured by the number of people protected, the amount of insurance in 
force and the amount of its invested assets. 


As of January 1, 1929, the New 


NEW YORK LIFE INSURANCE 





NEW HOME OFFICE BUILDING 
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J. Elton Bragg Not a Candidate 
for Life Underwriters Office 





Advises Philadelphia Associates That 
Personal Business Pressure Pre- 
vents His Considering Post 


PHILADELPHIA, PENNA., August 5.—Friends 
and associates of James Elton Bragg in dis- 
cussing his announcement of last week that he 
had withdrawn his name from consideration as 
president of the National Association of Life 
Underwriters at the annual convention of the 
association next month in Washington, declared 
the reason underlying the action was Mr. 
3rage’s desire to further develop his agency. 
It is said Mr. Bragg feels that he would be un- 
able at this time to spare the time which the 
association office would necessitate and that he 
felt the wisest move on his part was to with- 
draw his candidacy. 

A. Rushton Allen recently became affiliated 
with Mr. Bragg to form the firm oi Bragg & 
Allen, manager for the Union Central Life in 
Philadelphia. 

Prior to his withdrawal announcement, Mr. 
Bragg has been the only candidate in the field 
for the office now held by Paul Clark of Boston. 
Mr. Bragg would give no reason for his action 
other than reiterating the statement contained 
in his formal announcement: that he felt im- 
pelled to state his position definitely well in ad- 


vance of the convention and that he feels there 
are other men in the organization who are in a 
better position than he to bring a full measure 
of service to the association in its highest office 
during the next administration year. Mr. 
Bragg, in the announcement, expressed his grati- 
tude to the members of the Philadelphia asso- 
ciation for having proposed him as their can- 
didate. He had, said the announcement, planned 
to make no public comment on the action but 
letters from friends in various cities regarding 
his candidacy caused him, he said, to make this 
announcement. He added that he will retain his 
active interest in National Association affairs. 


John B. Duryea, General Agent, 
Retires 

The Penn Mutual Life Insurance Company 
of Philadelphia has announced the retirement 
of John B. Duryea, general agent in San Fran- 
cisco. 

For many years Mr. Duryea has been recog- 
nized as an able author and educator on life 
insurance salesmanship, and is retiring from 
active agency work in order to devote his 
entire time to insurance publication work for 
the Penn Mutual, with headquarters in San 
Francisco. He will also continue to serve his 
personal clients. 

Tempararily succeeding Mr. Duryea, James 
L. Taylor will be in charge of the company’s 
San Francisco office. 





Bank Sues for Recovery of 
Alleged Misused Bonds 


Charges Roy C. Toombs Used the 
Bonds As Security to Get Loan 
From His Firm 
The State Bank and Trust Company of 
Oowners Grove, Iil., has filed suit in the United 
States District Court in St. Louis, Mo., to 
recover $120,000 in sewer improvement bonds 
issued by the village of Lansing, IIl., which 
the petition alleges were unlawfully taken from 
the bank about February 23, 1928, and are said 
to be now in the possession of the Great 
Southern Life Insurance Company of Houston, 

Texas. 

The suit is an echo of the series of financial 
crashes that followed the discovery late in July, 
1928, that some $3,562,000 of the assets of the 
International Life Insurance Company of St. 
Louis, Mo., had disappeared. Roy C. Toombs, 
president of the International Life was a di- 
rector of the Downérs. Grove bank. The 
Illinois financial institution went into receiver- 
ship shortly after the insurance department of 
Missouri took over the affairs of the insurance 
company. 

The petition charges that Roy C. Toombs 
used the Lansing bonds as collateral security 
for a $90,000 loan from the insurance company. 
[The bank seeks to recover the bonds together 
with accrued interest and $25,000 damages, 
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50 UNION SQUARE 


Growth! 


For the first five months of 1929, The Guardian’s 
production of new paid business shows an increase 
of 21.2%. Each month so far this year has proved 
to be the best of its name in the Company’s sixty- 
nine years—in written, issued and paid-for business, all 


A comparison of The Guardian’s rate of progress 
with the remarkable growth of ordinary life insur- 
ance in this country during the past five years pre- 
sents an interesting picture. 
inclusive, The Guardian’s annual production of new 
paid-for ordinary life insurance increased at a rate 
more than twice that for the total ordinary life pro- 
duction of all United States companies. 


In 1929, for the first five months, The Guardian’s 
percentage of increase is approximately two and a 
half times that for the country as a whole. 


From 1924 to 1928, 


Bd 


THE GUARDIAN LIFE INSURANCE 
COMPANY of AMERICA 


“The Company that Guards and Serves” 


NEW YORK CITY 
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1928 (To June 20) 125,268,187 $131,000,000.00 : 
Gain for Period $ 40,821,008 2 
—and this despite the outstanding record of a a ar 
1928, the greatest year in the history of the ies 
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Mutual Old Line Company 
Is Now Actively Engaged 


Newest of Des Moines Insur- 
ance Adventures Has Impos- 
ing Board of Directors 


Plan Mail Order Business 


Propose to Greatly Reduce Cost of 
Insurance by Eliminating the 
Payment of Commission 











The Mutual Old Line Insurance Company, 
the newest of Des Moines’ insurance ventures, 
is now actively engaged in life insurance. The 
word “Life,” is not a part of the title, the 
omission being made because later on it may 
be determined to accident and health 
policies. 


carry 


The officers and directors are prominently 
connected with Des Moines business activities. 
President D. E. Alldredge was in the banking 
field in Des Moines for over 19 years. He 
was formerly manager of the Des Moines 
agency of the Lincoln National Life. M. E. 
Brackett, vice-president, is: secretary of E. J. 
Brackett & Son of Des Moines. Ward E. Hall, 
the secretary, is secretary of the Corn Belt 
Land and Loan Company of Des Moines. Fred 
A. Hermann, the treasurer, is treasurer of the 
American Vibrolithic Corporation of Des 
Moines. The other directors are G. E. Laubach, 
proprietor of the Central Asbestos Company; 
J. S. Geren of the Iowa Licensee Vibrolithic 
Pavement; Charles W. Dau, treasurer of the 
Carpenter Paper Company; F. L. Groesbeck, 
vice-president and counsel, is attorney and 
secretary of the Peoples Abstract Company. 
Dr. F. E. Foulk is medical director and Dr. 
Carryer is assistant medical director. 

The Mutua! Old Line Insurance Company 
proposes to greatly reduce insurance cost by 
conducting a general mail order business. The 
argument is advanced that this will eliminate 
commissions and agency expense. In addition 
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We have the finest disability contracts 





iil 


available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 














INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 
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BE it for personal or business protection, or for home and 

family, with settlement of the proceeds by lump sum 
or by instalment or income payments. Annuity contracts 
in various forms. Total Disability and Double Indemnity 
issued. 

Special policies covering Partnership Agreements, Funds 
to guarantee a College Education, to provide uests, to 
cover Mortgages, Inheritance Taxes and Estate Si 
—thus making certain the carrying out of almost any program 
nvolving Life or Money values. 


Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 








OVER SIXTY.FIVE 





JOHN HANCOCK SERIES 


Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


YEARS IN BUSINESS 








to which was added in 1928 Group Accident and Sickness 
insurance, and Group Accident and Dismemberment insur- 
ance. 


Investments are of high quality, carefully distributed a 
to farm and city mortgage loans, public utilities, govern 
ment bonds and railway securities. 


Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a eral reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its 
outstanding insurance and financial resources. 


Address Inquiry Bureau 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 

















to general life insurance, provision is made for 
double indemnity from accidental death. An- 
other feature is contained in a provision that 
obviates the payment of premiums when the 
policyholder is unable to work. Mail business 
will not be conducted in territory assigned to 
agents. 

The company wili feature among its policies 
“Model Special Half Rate Policy,’ “Ordinary 
Life Policy,’ “Twenty Payment Life Policy” 
and the “Endowment at Age 65 Policy.” 


Lamar Life Prizes 
Winners Will Receive Awards at 
Floating Convention on Great 
Lakes 
Ten cash prizes will be awarded in foreign 
waters again this year by the Lamar Life In- 
surance Company for early August production. 
The winners will be reported by telegraph and 
radio to C. W. Welty, general manager of the 
company, aboard the S. S. South American 
out from Parry Sound, Ontario, on August 26. 


Last year the post-contest prize winners were 
cabled from the home office, Jackson, Miss., to 
Havana, Cuba, where the names were an- 
nounced and the prizes distributed aboard the 
S. S. Atenas. 

The agency convention starts this year on 
August 23 when representatives from six 
Southern States board a special train in Jackson 
for Chicago. Four agency meetings are to be 
held aboard the, ship during the cruise of Lakes 
Erie, Huron and Michigan. 


Pilot Life Appointments 

The following Alabama appointments were 
made this week by the Pilot Life Insurance 
Company of Greensboro, N. C.: A. C. Wiggins 
at Atmore, Monroe County Insurance Agency 
with L. L. Dees and T. D. McKenzie of Mon- 
roeville and the Johnston Insurance Agency at 
Mobile, with Kenneth D. Johnston, William N. 
Johnston. and David W. Mackay. 


A New Disability Ruling 





Legal Decision Interprets Meaning of 
Total and Permanent Disability 
Clause 

A far-reaching legal decision interpreting the 
meaning of the total and permanent disability 
clause, was handed down in Memphis, Tenn., 
last week, and one which if sustained by the 
higher courts will cost life insurance compa- 
nies millions of dollars in addition to their al- 
ready staggering losses on account of disability. 

Murrell Parker Cowling, of Tupelo, Miss., 
held a $10,000 policy in the Northwestern Na- 
tional Life Insurance Company, issued Septem- 
ber 20, 1926. Cowling died on January 25, 1928, 
and the company denied liability on the ground 
that the policy had lapsed for non-payment of 
a premium due December 20, 1927, the grace 
period having expired January 20, 1928. 

The administrators of Cowling’s estate went 
into court with the contention that he was 
stricken with pneumonia on January 16, 1928, 
and was therefore permanently disabled, as he 
did not again regain his health before dying. 
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Life Insurance Company of Virginia 
Richmond, Virginia 


Incorporated 1871 

















Insurance in Force 


Over $349,000,000 








Admitted Assets | 
Over $61,500,000 





Payments to Policyholders in 1928 


Over $4,500,000 





Total Payments to Policyholders Since 
Organization 


Over $51,500,000 
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President 
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Chairman of the Board 


























Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, you will never 
seek a new connection, for its distinctive system guar- 
antees Lowest Net Cost and Satisfaction to Policy- 
holders and Maximum Compensation and Satisfaction 
to Fieldmen. This Company does not lose Policy- 
holders financially able to keep their insurance in force 
nor does it lose Producing Agents. 


There are no middlemen—General Agents, Branch 
Managers, etc. Great savings, thus effected, go to 
Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing Privi- 
lege opens the door to the most profitable endeavor in 
Life Insurance. 


An immediate inquiry will well repay you. 


COLUMBUS MUTUAL LIFE 


C. W. Brandon, President Columbus, Ohio 
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ROCKFORD LIFE 
INSURANCE COMPANY 


Home Office: 
ROCKFORD, ILLINOIS 
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For Direct Contract 
Write to 


FRANCIS L. BROWN, 
PRESIDENT 








HOME OFFICE 
































“Mrs. Jenks shops at some of the most exclusive stoves in town. 
How can she afford it?” began 
“Easily, my dear. Don’t you know Joe Jenks is setiing Perfect a 








Protection for Reliance Life?’ 
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Rockford Agents’ Sixth 
Convention 





Interesting Meeting in Rapid City, 
Iowa, With Fine Pleasures 
Features 

Twenty-three agents of the Rockford Life 
Insurance Company, of Rockford, IIl., attended 
the company’s sixth annual convention of its 
Hundred Thousand Dollar Club, held this year 
in Rapid City, Iowa. Of the twenty-three 
agents, four were present at the first meeting 
Oo .2 club. 

Outstanding features of the formal program 
were addresses by President Francis L. Brown, 
and General Agent Paul G. Fricke. Mr. Brown 
spoke on “Our Policies,’ and Mr. Fricke’s 
subject was “Life Insurance as a Profession.” 

L. H. Shannon was returned to the presidency 
of the club by having lead the field in produc- 
tion during the last club year. 

Members of the organization were enthus- 
jiastic in pledging their co-operation towards 
reaching the company’s goal of thirty millions 
of insurance in force by 1930. 

Business sessions required two entire days. 
The remaining four days were given up to 
pleasure features, and sight-seeing trips trrough 
the Black Hills, Grace Coolidge Canyon, and 
other points of interest. 


Three different months during 1929 have 
given The Lincoln National Life’ peaks higher 
than had ever been attained before. 








Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 


| rights. 








Travelers Has New Branch 
Office on West Coast 





Increase in Volume of Business 
in This Territory Makes 
Addition Necessary 

Because of its increasing volume of business 
in the Oakland, Calif., territory, The Travelers 
of Hartford, Conn., established an independent 
branch office in that city. The agency devel- 
opment, and life, accident and group depart- 
ments are under the direction of Norman F. 
Clendenen, who has been assistant manager of 
those departments in the San Francisco office 
for the last four years. The casualty lines 
are under the supervision of Carl V. White- 
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THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 
Founded 1850 


Thomas E. Lovejoy, President 











ENJOYING A RECORD YEAR 
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Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


house, who for the last year has been manager, 
casualty lines, at Des Moines, Ia. The Travel- 
ers Fire lines will continue in charge of Wil- 
liam I. Stone, who has been handling these 
lines in Oakland for the last year. Mr. Stone 
has been promoted from assistant manager to 
manager by the Travelers Fire Insurance Com- 
pany. 

The claim, inspection and payroll audit divi- 
sions of the Travelers in the Oakland territory 
will continue to serve producers and policy- 
holders through their present representatives. 

The branch territory comprises Alameda and 
Conta Costa counties, and includes the cities 
of Oakland, Alameda, and Berkeley, besides 
many communities of smaller population. The 
remainder of northern and central California 
continues under the jurisdiction of tie San 
Francisco branch office. 





Association Delegates 

The Association of Life Insurance Presidents 
will be officially represented at the T'wenty- 
fourth Annual Meeting of the American Life 
Convention, to be held at Cincinnati, Ohio, 
October 16 to 18, by the following Special 
Committee of Fraternal Delegates: Jesse R. 
Clark, Jr., chairman, president, the Union Cen- 
tral Life Insurance Company, Cincinnati, Ohio; 
John Barker, vice-president and general counsel, 
Berkshire Life Insurance Company, Pittsfield, 
Mass., and Andrew E. Tuck, assistant secretary, 
the Equitable Life Assurance Society of the 
United States, New York. 


F. Phelps Todd Promoted 

At a meeting of the board of directors of the 
Provident Mutual Life Insurance Company of 
Philadelphia, F. Phelps Todd was elected in- 
surance supervisor to succeed the late J. Smith 
Hart. Mr. Todd is a graduate of the Uni- 
versity of Pennsylvania. He entered the ser- 
vice of the Provident in February, 1921, as a 
member of the Insurance Supervisor’s Depart- 
ment and in June, 1924, was appointed assistant 
insurance supervisor. 


Pass Underwriters Examination 

Forty-six life underwriters have been awarded 
degrees of Chartered Life Underwriters of 
Canada by the national association, having suc- 
cessfully passed the examination of last April. 
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AN 


OPPORTUNITY 
TO SELL INSURANCE 
TO A 
VERY SELECT 
GROUP OF RISKS 





If you are interested in a sales connection with 
a long established association on either full or 


part time, write to us for further information. 


We have a very attractive proposition for you. 


Our policies are sold to a select 
class of risks only, and conse- 
| quently are very desirable. This 
is a real opportunity for the 
right men. Five convenient and 
generous forms of policy meet 


the needs of all prospecis. 


Desirable territory still open. 


State your fraternal affiliations 





when writing. 








BUFFALO LIFE ASSOCIATION 


(Formerly Masonic Life Association) Est. 1872 


NELSON O. TIFFANY 


President and General Manager 


452 Delaware Avenue, Room 22, Buffalo, New York 














SHIELD POLICIES 


Ordinary Life Insurance 


NATIONAL Industrial Life Insurance 
ACCIDENT Health & Accident Insurance 








INSURANCE 
COMPANY 


Total claims paid 29 years ending 
December 31, 1928, $64,384,039.55 


C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE - - = TENN. 




















THECOLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 


























COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Real Money for live wires with 
MOUNTAIN STATES 


LIFE INSURANCE COMPANY 
Hollywood, California 
William L. Vernon, President 


R. N. Stevenson 
V. P. & Agency Mer. 
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Recent New York Life Pro- 
motions and Appointments 





Francis Oakey Named Comptroller; 
David S. 8S. Douglas Actuary; 
Medical Appointments 
Ten new executive appointments and promo- 
tions have been made in the home office of the 
New York Life Insurance Company since the 
first of the year. Francis Oakey was appointed 
a comptroller, David L. S. Douglas, an assistant 
actuary, was promoted to actuary. Mr. Doug- 
las entered the employ of the New York Life 
December, 1909, and served in the actuarial de- 
partment of the home office until June, 1912, 
when he was asigned to the Paris office. In 
October, 1919, he was appointed assistant ac- 
tuary. He returned to the home office Novem- 
ber, 1923, and was appointed actuary in June, 

1929. 

Doctors J. H. North and R. A. Fraser have 
been appointed medical directors. Dr. North 
started with the company in March, 1898, as an 
examining physician in the home office, and in 
October, 1913, was appointed a medical super- 
visor. On May 15, 1920, he was appointed an 
assistant medical director, on December 14, 
1927, an associate medical director, and in 
May, 1929, medical director. 

Dr. Fraser entered the company in Decem- 
ber, 1913, as a medical examiner in the home 
office, and in July, 1915, was made a member 
of the medical board. In October, 1915, he 
was made acting medical supervisor; in May, 


Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 











This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 


Write for territory to 
Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, Illinois 
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Life Insurance Results for First Six Months 


Year Total Paid Paid 

Name and Location of Company Ending Admitted Capital Net Insurance Insurance 

June 30 Assets Surplus Written In Force 
Continental Life, St. Louis, Mo....... 1929 14,850,124 500,000 528,662 09,482,976 097,464,095 
e 378,100 22,643,000 
1928 13,809,597 500,000 88,370 07,557,597 092,341,392 
g101,500 g1,801,291 
Great West Life Assurance, Winnipeg, 1929 Ge | Skeusvee. wawmnees 037,240,453 0558,141,449 
SR eee EM is MERE Oe ete g 2,122,911 g 9,760,699 
1928 GY -cawsetia sopeecaes 038,147,874 0518,082,506 
g 829,018 g 6,477,602 
Great Western, Des Moines, Ia....... 1929 1,349,616 250,000 125,000 o 2,890,000 013,278,000 
1928 1,121,682 250,000 125,000 o 1,467,750 o 9,050,988 
Michigan Life, Detroit, Mich......... 1929 1,395,169 1,024,855 208,826 o 4,856,700 o 7,307,289 
Mutual Life of Baltimore, Baltimore 1929 a” 6  t  emetacede | lace o 5,961,5 _ 025,992,600 
MG SUA ie ad paareanteededsuees t 38,063,988 7 132,921,330 
1928 Gaim . “ \Viwoucesd || > eae o 5,713,500 o 21,842,041 
i 35,200,621 i 120,480,407 
New York Life, New York, N. Y...... 1929 1,599,823,731 u u 0511,074,600 07,029,342,300 
1928 1,467,372,805 u 0482,601,800 06,532,691,800 
Northwestern National Life, Minne- 1929 Ga | lh bateastetnne Seaqamanes 027,482,190 0275,030,753 
GS ERE cid cer cles <avenees g 4,027,481 g 29,770,377 
1928 GI  eiendee. seeeees 023,122,957 0248,543,979 

g 2,769,754 g 22,588, 
Peoples Life, Frankfort, Md.......... 1929 6,556,455 300,000 616,401 o 5,333,324 o 48,769,449 
g 30,500 g 431,400 
1928 5,959,550 300,000 463,277 o 5,679,386 o 47,139,186 
Pioneer Life, Greenville, S. C......... 1929 Oe §© vaxcwacas  ¢<esuee 63,262,530 617,390,013 
1928 ee ee ee 63,537,799 611,045,210 
Southeastern Life, Greenville, S. C.... 1929 3,808,510 200,000 139,226 05,318,812 037,409,583 
g1,959,321 g 5,512,721 
1928 3,480,290 200,000 106,176 04,508,541 034,066,459 
21,649,328 g 3,969,703 
Sun Life, Montreal, Que............. 1929 Ge | Bias!) Sage 0246,170,937 01,862,211,404 
32,103,307 202,425,685 
1928 Ghibc _ “sddesads . weddussi 0177,079,587 01,548,296,187 


o Ordinary. iIndustrial. g¢ Group. 
me. Group and ordinary unsegregated. 


£26,321,806 155,656,809 


a Figures for total admitted assets, capital, and net surplus unavailable at this 
u Unavailable at this time. 





1917, medical supervisor; in May, 1920, as- 
sitsant medical director ; in December, 1927, as- 
sociate medical director, and in May, 1929, med- 
ical director. 

Other promotions were William V. Herbert, 
from superintendent actuarial department to 
assistant actuary; W. G. Bowerman, appointed 
assistant actuary; James T. Phillips, appointed 
assistant actuary; C. D. Bell, promoted from 
deputy auditor to auditor; W. G. Kohler, pro- 
moted from deputy auditor to auditor; August 
E. Wiest, appointed superintendent of policy 
issues. 


The Lincoln National Life Insurance Com- 
pany had on June 20, increased its insurance 
in force to $692,666,021. 





IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 
those who rely on our service. 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 











New Manager Appointed 

San Francisco, Cauir., July 30—H. V. 
Montgomery has been appointed manager of the 
San Francisco office of the Missouri State Life 
Insurance Company. He succeeds Stanley Ran- 
dolph, who resigned recently. Mr. Montgom- 
ery comes from Seattle, where he managed the 
company’s office in that city. F. R. Daniels, 
who was his assistant in Seattle, succeeds him 
to that position in that city. 





















Peoples 
Life 

| Insurance 

Company 


Frankfort Indiana 


$5,337,313.74 on Deposit with the 


Indiana Insurance Department 
$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY TNCOMB, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS ,TENNESSEEB, TEXAS, IOWA 
AND CALIFO 














A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- 


pany. 








Life Insurance 





16 


Aviation Medicine School in Hartford 


Country’s First Institution of This Kind Will Open 
in Connecticut for Civilian Doctors to Aid 
Them in Examining Prospective Pilots 


The country’s first school of aviation medi- 
cine for civilians will be located in Connecticut 
beginning August 18. Headquarters will be 
in Hartford, and Dr. William B. Smith, flight 
surgeon of the Connecticut State Department 
of Aeronautics and assistant medical director 
of the Connecticut Mutual Life Insurance 
Company, will be director of the institution. 
Dr. Smith is a graduate of the United States 
Army School of Aviation Medicine, the only 
other school of aviation medicine, military or 
civilian, in the United States. 

Establishment of the school is necessitated 
by the greatly increased demands being made 
on the department for physical examinations 
for pilots’ licenses and other tests required by 
the aeronautics branch of the Department of 
Commerce. During the past two years Dr. 
Smith has examined approximately 600 people 
for pilots’ licenses besides carrying on his semi- 
annual examinations of military fliers and li- 
censed pilots. Interest in aviation among 
Connecticut people has increased so rapidly that 
an average of 50 people a month have applied 
for examinations since last winter. 

“It has been found after twelve years of 
experience in military aviation,” says Dr. Smith, 
“that special training in the field of aviation 
medicine better qualifies a surgeon to examine 
prospective fliers. He must apply his knowl- 
edge of medicine to flying requirements. The 
school will not teach a bit of new medicine, 
but will show the student doctors how their 
present learning may be best applied to get 
the best results in this new and fast growing 
field. 

“There is also enough difference between 
selecting applicants for civil licenses and those 
for military flying to warrant the establishment 





Eureka-Maryland Assurance Cor- 

poration Changes 

T. J. Wentworth has just been appointed 
publicity manager for the Eureka-Maryland As- 
surance Corporation, Baltimore, to succeed C. 
F. Rheb, who resigned that position in order 
to join the selling force of the company. Mr. 
Wentworth is a former newspaper man. 

The Eureka-Maryland has appointed Frank 
J. Hughes superintendent of the Philadelphia 
district of the company. 

Leo Reardon has just been made superintend- 
ent of the Hagerstown branch office of the 
company. 

Hagey H. Campbell has been made general 
agent for the Eureka-Maryland at the Pitts- 
burgh office of the company. 





National Life Appointment 
The National Life Insurance Company an- 
nounces the appointment of Oscar L. Hill as 
general agent for southern Kansas with head- 
quarters at 301 Bitting Building, Wichita. 


Life Insurance 





of a school of aviation medicine which will 
stress the requirements needed by examiners 
for the former classes.” 

Dr. Smith has many aeronautic connections, 
and has played a prominent part in the devel- 
opment of Connecticut aviation to its present 
proportions. He has long devoted considerable 
study to the underwriting problems involved 
in the rapid growth of aviation in America. 
His “Classification for the Aeronautics Hazard” 


has been prepared in pamphlet form. A copy 
will be sent to those interested who write on 
their business letterhead to the Conwecticut 
Mutual Life Insurance Company, Hartford. 


Record Month for Provident Mutual 

Last month witnessed the greatest July busi- 
ness both in written and paid for, ever expe- 
rienced in the history of the Provident Mutual 
Life Insurance Company of Philadelphia, it has 
been announced by Franklin M. Marss, manager 
of agencies. The issued business, $10,454,000, 
is approximately 16 per cent ahead of July of 
last year. The paid-for business running over 
$11,000,000 will show a satisfactory gain when 
the final figures are completed. 








Do You 


low. 








Springfield Life Insurance Co., 
Springfield, Illinois. 


General Agency 





Weare in a position to offer you a won- 
derful contract in choice territory. We 
offer a direct home office contract and 
a line of most salable policies. Our dol- 
lar a month policies are most attractive 
and pay liberal commissions. 


If you are looking for a real opportun- 
ity in the form of a general agency 
contract, sign and mail the coupon be- 


Mail This Coupon for Details 


/ 


ici i i ame 


Want a 








Send me the details concerning your general agency contract. I am 


SRY hb) ARES es SAG Sasi sees 


| Mane SUR erin dr ean odo saake 
iz 
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Random Thoughts on Selling Insurance 


Learn as Much as You Can About Your Business 
But Avoid Talking on Subjects You 


N VIEW of the enormous amcunt of 
printers’ ink which has been used in 

- describing the art of salesmanship it would 
seem almost useless to add even another word, 
if it were not for one thing: that repetition is 
the basis of our retention of knowledge, and 
that small doses taken regularly will produce 
results. 

Some years ago an old-time producer in the 
life insurance business made the statement that 
anyone with ordinary intelligence could make 
a living selling life insurance, if he would 
spend four hours a day opening office doors 
and inquiring, “Any life insurance to-day?” 
Mind you, he proved the value of this system. 
It was based upon the fundamental. law of 

It had the merit, at least, oi being 
Probably this plan would work today 
Life 


averages. 
a plan. 
but would result in too much lost motion. 
insurance is no longer a peddler’s job, but a 
dignified profession built upon a sturdy tounda- 
tion of experience. 

Foreign visitors marvel at the speed with 
which we put up our modern steel structures. 
We, too, have been impressed by the magic of 
our wonderful building trades. What is the 
basis of this sure success and marvelous speed 
in building? Planning of course, planning that 
takes all the guess work out of the job. 

So when you have decided to become a suc- 
cessiul life insurance solicitor, be sure that 
beiore you even start your foundation—draw 
up your PLANS. Every life agency has a 
number of plans fod you to choose from, they 
are worthy of your serious consideration. As 
you go along you may improve on the plan 
chosen,—but be sure that you start and continue 
to work according to definite specifications. 

After deciding on the PLAN which meets 
with your approval—lay your foundation stones 
careiully so as to assure stability to your life 
insurance business. 

Avery important foundation stone is 
knowledge of your company and the forms of 
coverage written by it. Study these points 
thoroughly until you know them, feel them and 
accept them. Also study policies and condition 
ot other companies then the company of your 
choice. 

The writer would not advise life insurance 
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Know Nothing About 

3y ALFRED PArTRICK, JR. 
solicitors to study actuarial principles. If you 
are vitally interested in this branch ot the 
place yourself in the 
On the other hand a good working 
knowledge of the simple fundamental principles 
wonderful business 


business mathematical 


department. 


underlying this scientific 





The author of the accompanying article, 
Alfred Partrick, Jr., was formerly asso- 
ciated with the firm of Fackler and 
Breiby, well known consulting actuaries. 
Recently he has turned to salesmanship 
ina field which keeps him in close touch 
with the life insurance. Other 
by Mr. Partrick will appear 
m THE SPECTATOR 


articles 
exclusively 
the 


fresh viewpoint from which he approaches 


and because of 


his subject, the articles should prove in- 
structure to agents and executives alike. 
—Eprtor’s Nore. 











will make your road much easier, prove to 
your intellect the soundness of the business 
and give you a great advantage over the 


average agent. A number of these simple text 
books are available. 

It is really a remarkable and heartening 
to learn that all life insurance companies 
their policies on the same foundation: 
American Experience Table of Mortality. 

Remember that a premium properly calcu- 
lated along scientific lines and carefully ap- 
portioned to the avrious things it must do, 
is sure to produce the results promised in the 
policy form. 

What I am attempting to bring out is the 
wonderful factor of safety life insurance offers 
to those who use it to protect their families 
and their own old age if they are so fortunate 
as to live out a normal span of years. 

First sell yourself life insurance. By that 
I don’t mean buying a policy or saying to 
yourself, “Yes, life insurance is a good thing.” 
No! So fill your mind with arguments in 
favor of life insurance that when you stand 
before a prospect there will be no hesitation— 
no stumbling speeches—but a clear-cut, concise, 
sincere presentation of the facts. It all narrows 


thing 
build 


the 


down to this statement: if you thoroughly know 
your business you will have no trouble telling 
others about it. 

Cultivate sincerity. Don’t attempt to see a_ 
client unless upon you have actually been able 
to visualize his needs as though they were your 
own. When you have reached this ideal mental 
state—put on the brakes—be diplomatic. 

Be positive in your statements. For example, 
a negative way to approach Mr. Jones is this, 
“Mr. Jones don’t you think your family are 
in need of protection against the uncertainty 
of you remaining with them always?” Rather 
try the positive, thus, “Mr. Jones, life is un- 
certain—we all know that—you want your 
family protected against this uncertainty, etc.” 

Don't talk on the subject of inheritance taxes 
unless you subject. Don't talk 
about complicated trust agreements unless you 
know your subject. While you are elarning the 
subjects in your business which will enable you 
to write policies for large amounts, do not 
have any fear that your market is limited for 
the sale of very satisfactory business. Write 
the small policies while you are learning. If 
vou strike a prospect who needs a large amount 
of insurance and wants your advice as to the 
best disposition of his insurance estate, tell 
him frankly that you are not an expert but if 
he will give you an outline of the conditions 
he is desirous of meeting you will be pleased 
to have a qualified expert of your company 
give him the desired information. A truthful 
handling of the case along these lines will help 
you to get the business, whereas a line of 
“bluff” will be recognized by the client and 
you will lose the case and a great deal of 


know your 


“face” as well. 

You hear a great deal of advice on selling 
your personality and it is good advice too. 
Personality is a quality difficult to define, but 
if you study a salesman who has that quality 
and you look under the surface you will find 
that in addition to his being a real human 
being who seems to like his fellow men, he 
is full of honest sincerity backed up by a 
knowledge of what he is talking about. 

So in summing up my thoughts on life in- 
surance salesmanship, I can only repeat: 
Continually study your business—be honest with 
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~ The Life Insurance Market 
(Continued from page 3) 

volume of life insurance has been distributed 
among the three types—Industrial, Ordinary, 
and Group—from 1900 up to and including 1928, 
is shown by a second chart, which has been 
constructed from the data compiled by The 
Spectator Company. The large bulk of 
Ordinary is readily apparent to the eye, but 
Industrial and Group contribute a considerable 
share also. Industrial now forms about 18 per 
cent, and Group 9 per cent, of the total in 
force, while Ordinary constitutes nearly 75 per 
cent. 

Oddly enough, the volume of Industrial busi- 
ness in force has been really growing at prac- 
tically the same rate as Ordinary, and Group 
much more rapidly than Ordinary, even though 
this chart of the actual bulk size of the several 
departments fails to disclose that fact. 

Like these three areas in the second chart, 
the curve for total life insurance in force seems 
to be rising at a faster and faster rate; and 
in actual dollars it is. But that does aot mean 
that the rate or percentage of growth is also 
rising; for even (say) a three per cent gain 
in force now might mean more dollars of gain 
than a four per cent or five per cent gain would 
have meant five, ten, or twenty years ago, when 
the business in force had not attained such 
huge aggregates as it has today. Let us look 
further into this mater of growth-rates. 


Long-Time Rates of Growth 

Some interesting observations on the long- 
time trends in life insurance as compared with 
certain other consumer services are afforded by 
a third chart, which pictures the growth rate 
of all companies’ Industrial life isurance in 
force with that of Ordinary and of Group, 
and these with the growth rates of certain non- 
insurance lines of business, for the period 1910- 
1928. 

These curves are not plotted on the usual 
arithmatic scale used in the first and second 


charts, but on a special “logarithmic” or “ratio” 
scale. 

This method of scaling has the effect of 
making the curves show automatically (by their 
comparative steepness) which ones have been 
growing at a proportionately greater percentage 
rate than the others, and also which ones if 
any are slowing up in their growth rates. To 
avoid complexity, we have not drawn in the 
scales on the chart, but have quoted the essen- 
tial figures in text instead. 

Thus, the Industrial and the Ordinary in- 
surance in force are shown by the two upper- 
most lines to have grown at roughly equal 
speed; also, neither one accelerated very much 
during the period charted, except temporarily 
during the war. As a matter of fact, both 
have in recent years averaged roughly 8 or 9 
per cent per year, which is about the same as 
the percentage rate of growth in the number 
of families with homes wired for electricity, 
and a bit greater than the 6 to 8 per cent gain 
in amount of savings on deposit, or in the 
number of passenger automobiles registered. 

But it will be observed that Group insurance 
in force grew far more rapidly throughout the 
period charted than did any of the other six 
curves, and is still doing so even though it 
is not showing quite so sharp a growth rate 
in recent years as it had previously. It is 
still in the developmental stage. Passenger car 
registrations have slowed up more markedly 
in their rate of growth than has Group in- 
surance. To take another kind of case—the 
number of homes having telephone connection 
has grown at an almost steady rate of about 
44%4 per cent pear year throughout the entire 
period charted. 

Among other striking facts shown by this 
chart is the tendency for most of the seven 
lines to approximate parallel orbits in the last 
three or four years. In that period, five of 
the seven variables have had rates of growth 
between 7 and 9 per cent per year. Is this due 
to chance? We think not. Rather, the narrow- 
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ness of this range suggests that these five 
economic phenomena are being governed, in 
part, by fundamental market determinants which 
they have in common. The two exceptions 
among the seven cases are telephones, growing 
at only about 4%4 per cent per year, and Group 
insurance, whose annual gain in force still runs 
as high as 20 or 25 per cent quite frequently. 


Economic Conditions Within the 
First Half-Year 


The first half of 1929 has broken all pre- 
vious records, not only in insurance sold but 
also in the rate of combined manufacturing and 
mining activity, according to the Federal Re- 
serve Board’s and other well-known indexes. 
As shown in one of the accompanying bar- 
charts, that rate averaged in the first six months 
(after eliminating seasonal variation) 120 per 
cent of the 1923-1925 average, which is the 
period used as the base for that chart. As a 
matter of fact, nearly every industry in these 
two classifications shown partook of the pros- 
perity which this high production rate implies— 
except that a few groups, such as textiles and 
textile products, shared somewhat less than did 
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some of the other key industries of the country. 


The Automobile Industry 

Among the bulwarks of this unprecedentedly 
prosperous level of production, three of the 
most important have been for some time the 
automobile, steel, and building construction in- 
dustries. A glance at the automobile chart will 
show how far 1929 has to date towered above 
earlier good years, such as 1928 and 1926. 
Nearly every month of this year has yielded an 
output larger by 75,000 to 175,000 cars than the 
corresponding month in any previous year. Of 
course Ford’s re-entry into the market partly 
accounts for this improved showing, but most 
of his more important competitors have likewise 
contributed toward it also. 

As is suggested by the chart, this industry 
has entered its seasonal decline, and cannot be 
expected to maintain throughout the second 
haif-year production schedules at their recent 
rates; moreover, its reduced demands for steel, 
copper and many semi-finished manufactures 
will correspondingly affect several other in- 
dustries than the automotive itself. Even if 
it and its auxilliary or supply industries should 
pass through a serious slump once or twice 
during the third or fourth quarter, the year 
as whole will certainly have to be rated very 
good; the substantial contribution already made 
by the first half-year practically guarantees that. 


Steel 

Steel of course draws support irom many 
other industries, as well as from the manu- 
facture of automobiles: from railroad, ship- 
building, machinery, machine tool, and construc- 
tion industries among others. Most of the 
sources of steel orders have been active during 
nearly all of the first half-year, resulting in 
operations at 100 per cent of capacity, and for 
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short periods even more. The black bars in 
the steel chart show how favorably the first 
half-year has shaped up. 

Just now, however, steel manufacture is 
slowing down in a slight and tardy seasonal 
sump, which may not develop into anything 
worse than that, especially as a healthy though 
not excessive volume of advance orders has 
been booked. In evaluating the steel outlook, 
considerable weight must be assigned to what 
happens to the automotive demand, which has 
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grown to such bulk that in the past year or 
two it has been taking more steel than has any 
other single consuming industry. 


Building Construction 


Demand from building contractors has for 
several years provided a substantial part of the 
support to general industrial activity—steel, 
cement, glass, lumber, paint, and many mis- 
cellaneous branches of manufacture. Residen- 
tial, which has formed and still forms the larg- 
est single constituent of building activity, has 
for many months been rather persistently losing 
ground, in comparison with its showing in the 
preceding four or five years. In the entire 
first half-year, the residential contracts let 
called for only about 225,000,000 square feet 
of floor space, which to be sure is a large 
amount absolutely but is small in relation to the 
corresponding part of any year since 1923. This 
fact is shown by the lengths of the black bars 
in the accompanying chart of residential build- 
ing activity. This picture is less reassuring 
than the corresponding chart of steel activity. 

Broadly speaking, it is probably a fair state- 
ment that no genuine and wide-spread shortage 
of residential accommodation has existed in this 
country since two years ago or more. Since 
then, this branch of the industry has largely 
been drawing its support from changing public 
taste and ability to pay more rental for better- 
grade facilities, with more improvemerts, and 
mainly in multiple rather than single dwellings. 
This quiet revolution in the nature of housing 
demand was for some time encouraged by the 
low rates at which an easy money market per- 
mitted the necessary financing of new construc- 
tion to be carried on. But during the ‘first half’ 
of this year money rates became rather gener- 
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ally tighter, and the bond market correspond- 
ingly weaker. Moreover, such statistical evi- 
dence as can be gleaned seems to show that 
the rental and vacancy situation was not favor- 
able to any greater activity in residential con- 
struction than actually materialized. Some such 
curtailment from the extraordinary high pro- 
duction rates prevailing last year and previously 
was necessary if the statistical position of the 
industry was to remain fundamentally sound. 


It is a fortunate fact that! the slump in 
residential building has been in iarge part 
counter-balanced by activity in other types— 
chiefly commercial, industrial, and public util- 
ity construction. Consequently the total volume 
of building contracted for in 1929 has not 
been much less than that in 1928, 1927, or 
1926. 


Industrial Inventories and Prices 

In many periods of great industrial activity, 
maladjustments are liable to arise because cer- 
tain industries set too hot a pace, and produce 
more than their customers find themselves able 
to absorb. But in this recent prosperity ex- 
cessive inventories have apparently not been 
allowed to accumulate. True, the available 
statistical evidence on inventories is very in- 
complete and sketchy; but such evidence as 
there is suggests no appreciable over-loading 
of this sort in the first half of 1929. Such 
industries as petroleum or paper might be cited 
as exceptions, but in these cases special forces— 
partly technological, partly economic—have 
been at work; those problems are therefore not 
symptomatic of any general tendency at this 
time. 

Another source of satisfaction, and indicator 
of the orderliness with which this 1928-1929 
boom has been handled, is that no general price 
inflation has at any time appeared. But despite 
the comparative scarcity and moderation of 
price advances earlier in the half-year, and 
despite the lack of statistical evidence on in- 
ventory accumulation, the wholesale price level 
has lately been sagging, in a manner which 
if continued will tend to bring about some 
curtailment of industrial production and em- 


ployment before the end of the second half-year. 
Stable prices do not necessarily discourage 
production, but falling prices tend to be accom- 
panied by falling production. However, in the 
light of what has been said about inventories, 








William A. Berridge 
Economist of the Metropolitan Life In- 
surance Company who contributed the 

accompanying timely article. 











any reduction in operating schedules seems 
likely to prove moderate. 


Agriculture 

The buying power of the nation’s farmers for 
1929-1930 appeared to be in some jeopardy six 
weeks or two months ago, owing chiefly to 
indications of extra-large crops of some cereals, 
plus heavy carryover from last season, and 
possible price demoralization thereby. That 
danger has since blown over, largely because 


bad growing weather in this and certain other 
countries forestalled the imminent glutting of 
world markets for the commodities in question. 

At the present writing, the outlook in respect 
to most important crops is for moderately good 
yields marketed at moderately good prcies, 
thereby producing a larger aggregate value than 
would either very small yields at high prices 
or very large yields at low prices. Such a 
happy medium is usually in the best interests 
of not only the farmers themselves but also 
of the industrial, commercial, and consumer 
groups as well. Unless further inroads in 
crop yields are made by more droughts, floods 
or other adversities in this year of highly vari- 
able weather, the country will feel next fall 
and winter the stimulating impulse of a very 
satisfactory farm buying power. 


Credit and Capital 

The supply of capital has been ample for 
many months and remains so, primarily because 
of the continued great popularity of stock 
issues among the general public. but credit 
on the other hand has been expensive, and has 
shown a fairly persistent tendency to become 
more so as the first half-year advanced. One 
of the accompanying charts shows how long 
it has been since the rates for such business 
credit as two-name commercial paper and 
bankers’ acceptances were as high as they have 
stood lately. The Federal Reserve rediscount 
rate, which usually fluctuates within the 
“ribbon” between these two rates, has remained 
at 5 per cent for practically a year; yet the 
other two have on the whole been going up. 
Time money, and of course call money—which 
primarily reflects the security market, and not 
business operations—have also been operating 
at high levels this year. 


The Short-Run Outlook 
It would be difficult to prove that expensive 
credit had seriously affected the industrial and 
commercial prospects of the country as yet; 
one reason that it has not been feit more is 
the ease with which business funds could be 
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The Life Insurance Market 
(Continued from page 20) 
obtained in other ways. But at this juncture 
it appears that, if continued stringency in the 
credit situation and continued weakness in the 
wholesale commodity price structure prevail, 
one or both of these may have to be the de- 
ciding factors in the whole outlook for the 
next six months. The farm situation may 
weaken, but it is not weak at this writing. 


Favorable Future 

Considering the various sorts of statistical 
evidence available, it appears that, despite recent 
signs of weakening in some of the economic 
fundamentals, the general outlook is at least 
fair and probably good, for the life insurance 
market of the next few months. That fact, 
coupled with the strong upward sweep of the 
long-time insurance market growth treated 
earlier in this article, should enable the life 
insurance business as a whole to break some 
more records by a fairly wide margin during 
this year. 
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How Agent Prevented Lapse 
of Contracts 





Kept Three Policies in Force by Sell- 
ing Idea of Daily Deposit After 
Case Seemed Hopeless 

Four policies in one family, for a total of 
$5000, were in precarious condition. The father 
had been caught in a business slump, and con- 
sidered that he would be doing well to renew 
his $7,500 O. L. C. O., without trying to make 
any further deposits on the policies owned by 
his four children. The case seemed hopeless 
to the home office, and Agency Manager G. D. 
Clymer, himself, was persuaded that there was 
no chance for renewals. 

But there is one Hoosier who doesn’t beiieve 
in giving up! We'll let him tell the story: 

“Do you believe in miracles? When all 
seemed lost—back against the wall—up to the 
last ditch—coverage waning—I played my last 
card, the Coin Controlled Clock. I explained 
how 32 cents a day saved in the clock would 
meet future deposits. 

“The father, as well as the children, fell for 
it. We went into a thrift session to create 
pride of possession in policies all their own, 
and the children agreed to keep the clock run- 
ning with funds that were usually wasted. 

“IT am more than pleased to enclose a re- 
newal check for these four policies, and feel 
that renewal worry on these cases is now at an 
end.” 

All of which proves two things—that the 
clock is just as helpful as we claim, and that 
the fieldsman on the spot can renew his busi- 
ness if he will just use a little ingenuity and 
effort—American Central Items. 


The Lincoln National Life Insurance Com- 
pany has instituted a plan whereby a regular 
monthly report is maintained on policies written 
on the lives of old policyholders by LNL agents. 
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When Travelers Leave Home 

Rastus was to be away from home for one 
long, glorious week. While blissfully ponder- 
ing the fact, his wife broke in: 

“Say, look hyar, Rastus, you know what 
yore doin’? Yo is goin’ away fo’ a week and 
dey ain’t a stick o’ wood cut fo’ de house.” 

“Well, what yo’ all whinin’ about, woman? 
I ain’t takin’ de ax!” 

How many of our friends and prospects are, 
in effect, saying much the same as did Rastus? 
Some day they will go away, not merely for a 
week! Unless adequately insured, they are in 
effect saying to dependents, “Well, why should 
you worry? I ain’t takin’ de washtub, nor 
de scrubbin’ brush!” Some are proud and self- 
satisfied over even $5000,—barely enough to 
provide an income of $5.00 a week! The tub 
and brush may be used to obtain whatever 
more may be needed,—and those utensils the 
Rastuses plan to leave behind, of course! Make 
tactful use of Rastus and his week’s vacation. 
Show your prospects how to substitute insur- 
ance for the ax, the tub, and the brush— 
BEACON AGENCY. 


San Francisco Underwriters 
Support School 

SAN Francisco, CaLir.—At the first meeting 
of the new officers and executive committeeman 
of the San Francisco Life Underwriters’ Asso- 
ciation, held on July 22nd under the leadership 
of President Frank P. Ebertz, it was decided 
to add at least 300 members to the ranks of 
the association. It was also decided that formal 
endorsement given by the association to the 
extension course of the University of California 
on “Life Insurance Salesmanship,” the course 
being taught by C. W. Hollebaugh, field sec- 
retary of the Western States Life Insurance 
Company, and also chairman of the educational 
committee of the San Francisce Life Under- 
writers’ Association. 


Pan-American Agents Are 
Instructed 





Series of Courses in Progress All 
Over South Under Direction of 
Simmons 

The Pan-American Life Insurance Com- 
pany held a school of instruction for its Texas 
representatives at the Nueces Hotel, Corpus 
Christi on July 16 and 17. Ted M. Simmons, 
manager United States agencies; S. E. Allison, 
vice-president and actuary, and Dr. Reynold C. 
Voss, assistant medical director, were the home 
office officials in attendance. 


On the first day Mr. Simmons addressed the 
convention on the subject “Your Profession.” 
This was followed by addresses by Mr. Allison 
on “Underwriting” and Dr. Voss on “Practices 
of the Medical Department.” The second day 
Mr. Simmons spoke on “What’s in This Busi- 
ness for Me,” Mr. Allison talked on “Selling 
Features of Feature Policies” and Dr. Voss on 
“Medical Selection and Numerical Rating Sys- 
tems.” 


The entertainment features included a moon- 
light boat ride on Corpus Christi Bay and an 
elaborate banquet held on the terrace of the 
Nueces Hotel. 


The Pan-American is holding a series of 
schools of instructions in every section of its 
territory during the year and is finding it a 
successful means of educating its representa- 
tives to become better life insurance salesmen. 
Similar meetings will be held in Memphis, Ten- 
nessee, on September 2 and 3, for agents in the 
States of Arkansas, Mississippi and Tennessee; 
in St. Louis, Missouri, on September 5 and 6 
for the agents in the States of Illinois, Indiana, 
Kentucky and Missouri; in Pittsburgh, Penn- 
sylvania, on September 9 and 10, for the agents 
in the States of Ohio and Pennsylvania; in At- 

_lanta, Georgia, on October 22 and 23 for the 
agents in the Southern States. 
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Life Insurance Library 
of Six Books 


LIFE INSURANCE: ITS ECONOMIC 
and SOCIAL RELATIONS 
A Series of Comprehensive and Specialized Insurance 
Studies Edited by Dr. Solomon S. Huebner 


Six of the books in this informative series have now 
been issued, as follows: 


THE ECONOMICS OF LIFE INSURANCE 


By Dr. S.S. Huebner. The fundamental volume in the series, develop- 
ing a new conception of the economic function of life insurance. 





WILLS, TRUSTS AND ESTATES 


By James L. Madden. A discussion of the basic principles that apply 
to the building of a sound insurance estate. 


TAXATION 


By cand t J. Loman. An analysis of the connection between life insur- 
ance and taxation, particularly for use of insurance salesmen, tax attor- 
neys and tax accountants. 


THE LAW OF SALESMANSHIP 


A E. Paul Huttinger. On the legal aspects of a salesman’s respon- 
sibility both to his company and to his client. 


EDUCATION AND PHILANTHROPY 


By John A. Stevenson. A study of the important relation o1 life insur- 
ance to the fields of education and philanthropy. 


THE SOCIOLOGY OF LIFE INSURANCE 


By the late Edward A. Woods. Concerning the vital bearing of life 
insurance upon the numerous problems of sociology and social workers. 


The remaining book of the series, not yet published, is entitled 


SAVING, CREDIT AND INVESTMENT 


a Dr. S. S. Huebner and James L. Madden. Discusses the ways in 
which life insurance serves the insured in the fields of finance. 


PRICE, each volume, $2.50 
Orders will be promptly filled by 
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OVER 340 MILLIONS IN FORCE 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
We operate in 26 States, 
and the District of 
Columbia and Porto 
Rico. 


If interested, write 


W. T. O’Donohue 
Vice-Pres. & Agency. Mgr. 


Jefferson Standard 
Life Insurance Company 
Greensboro, N. C. 
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Insurance Exchange 243 West 39th Street 





In Assets 


The Bankers Life Company in- 
creased its Total Admitted As- 


sets to more than $118,000,000 


in 1928. 


The Company’s exact total of 
Admitted Assets on December 
31, 1928, was $118,410,417.04, 
which was a gain of $14,795,- 
363.23, as compared to the total 
of Admitted Assets on Decem- 
ber 31, 1927. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 
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The Prepared Sales Talk 


This Form of Approach Is Valuable to the 
Novice and Veteran Alike Provided 
It Has Flexibility 


By WILLIAM THORNTON 


Perhaps after a man has sold life insurance 
for a dozen or fifteen years, and is in the mil- 
lion-dollar producer class, he has no need for a 
prepared sales talk; or, to put this more accu- 
rately, he has preached the message of proiec- 
tion to so many thousands of persons that he 
has unconsciously evolved a sales talk that has 
become an integral part of his personality, and 
he is actually unaware of it. 

What is a sales talk? It is easier to define 
what it is not. A sales talk is not a disserta- 
tion on policy forms, rates, dividends, cash 
values, and net cost; a discussion of these things 
should be only incidental to the canvass, and 
may be omitted altogether, except as necessary 
answers to questions raised by a genuinely in- 
terested prospect. A sales talk is not a parrot’s 
babble of words, words which may convey a 
slight meaning, but which have in them no 
motivating force. 


A Good Sales Talk 

A good sales talk then is a carefully planned 
message, which may be told with simple and 
genuine enthusiasm and arrangement of ideas 
in natural sequence, leading to a climax—the 
point which will bring about action on the 
part of the prospect. 

The experience of several large agencies has 
shown that the novice will begin to show 
results in a much shorter time if he will use 
the prepared sales talk. If an agent is going to 
use a sales talk or “set speech,” he should pre- 
pare and memorize his own, or several such, be- 
fitting different classes of prospects. He should 
compose his own canvassing material, even if he 
is a poor craftsman, for it is a hard matter 
to make the words of another ring with the 
genuine sincerity which is such an essential 
part of selling life insurance. 


Revision of Talk 

Before it is actually put to use, the prepared 
sales talk should be submitted to the agency 
manager or educational director for possible 
rearrangement and elimination, for it is highly 
important that the ideas follow in proper se- 
quence, and that nothing extraneous is included. 
The chain of ideas is the main thing—not the 
words with which it is clothed. In fact, after 
a little practice, the agent should be able to 
restate the ideas in a slightly different language, 
to be able to meet every prospect on his own 
ground, so to speak. 

The same selling process reaches the college 
professor, the hard boiled business man, and 
the day laborer, but each speaks his own 
language, and the agent should try to do so. 


A Prop for the Weak Brother 
The new and perhaps timid agent who goes 
out thus equipped is not at a loss for some- 
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thing to say. If his prospect throws him off 
the track by changing the subject, he can 
easily return to life insurance at the opportune 
moment. He has material to use in straight 
canvassing, he is is better equipped to deal with 
the inevitable objection. 

As times goes on, he may discard the sales 
talk, or rather he may seem to discard it. 
Actually he does not, for regardless of what 
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he says, or how he acts, no sale is really made 
that does not fit into a plan, whether the agent 
is conscious of it or not. 

It is related of Demosthenes that he failed at 
oratory until he practiced speaking with pebbles 
in his mouth. There is a lesson in this for the 
raw recruit in life insurance. 


Northern Life Record for First Half 
of 1929 


With a field personnel but slightly increased 
over that of last year, the Northern Life has 
been making remarkable strides each month 
this year. The climax for the first half of 
the year was reached “last month with a pro- 
duction in excess of $4,000,000. 














are operating already. 


allowances. 


estate and cash. 


No agents balances 
No personal loans 

















Our Method: A real general agency—good renewals—basic 
New York State commissions—no salary or cash 


Our Record: An increasing business of more than a million 
a month (almost two million a month). 


Our Resources: Government bonds, first mortgages on real 


No stock notes 

No Certificates of Deposit 
Surplus for protection of policyholders . $700,000.00 
Deposited with State Treasurer... 
Help us surpass every worth while record ever made in 

sound, rapid company building. 
(Agents of other companies not disturbed) 
A local agency with us is a Fractional State Agency 


Address in confidence if you desire 


Ben W. Lacy, President 
All States Life Insurance Company 


Montgomery, Alabama | 





Our Agency Staff 


Executive: Ben W. Lacy, President; Ralph D. Quisenberry, 
Secretary; W. Clyde Jennings, Assistant Secretary. 


Administrative: Tennent L. Griffin, Field Supt. (Ala.); 
R. C. Horton, Field Supt. (Tenn.); W. V. Wall, Field 
Supt. (Miss.); Geo. B. Reynolds, Field Supt. (Ala.) 


County Unit General Agencies, i. e.: Fractional State Agen- 
cies are being established in this territory. 


Over 100 


440,000.00 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 
KAY, Vice-President and Treasurer 
ce-President 


NEAL BASSETT, Presiden: JOHN 
“ti A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vi 
ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 











OF NEWARK, N. J. SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126. : $36,503, 126.44 





HENRY M. GRATZ, President EAL BASSETT, Vice-Pree’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE Co. 


OF PHILADELPHIA, PA. 





$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treas 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1854 


MECHANICS INSURANCE Co. 


OF PHILADELPHIA, PA. 





$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 
wane % pa? President JOHN KAY, Vice-Pres’t and Treasurer 
HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 





$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 
A. H. TRIMBLE, Presiden NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V. "Pres’t A.H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 
$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 


W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1870 


CONCORDIA. FIRE INSURANCE CO. 


OF MILWAUKEE, WIS. 




















$ 5,359,804.52 : 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 
CHARLES L. JACKMAN Preside NEAL BASSETT, Vice-Pres’t 
OHN KAY, V. et | AH. HASSINGER, V.-Pres’1. | WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. H. 
$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 
CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t 
UNDERWRITERS FIRE INSURANCE CO. 
OF CONCORD, N. H. 
$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 
CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 
MILWAUKEE MECHANICS INSURANCE CO. 
OF MILWAUKEE, WIS. 
$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 
NEAL BASSETT, Chairman of Board | 
J. SCOFIELD ROWE, President E. J. DONEGAN, V.-Pres’t & Gen’l Coun S. WM. BURTON Vice-Pres’t 
J. C. HEYER, Vice-Pres’t EARL R. HUNT, Vice-Pres’t WM. P. STANTON, Vice-Pres’t LM CLURE, Vice-Pre 


JOHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t E.G. POTTER, 2d Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 








$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
C. W. FEIGENSPAN, President W. VAN — Vice-Pres’t & Gen’l Mgr. 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 C. FEI IGENSPAN, Vice-Pres’t 


COMMERCIAL CASUALTY INSURANCE Co. 


OF NEWARK, N. J. 
































$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 
TOTAL NET PREMIUMS $50,467,137.06 
EASTERN DEPARTMENT 
WESTERN DEPARTMENT sitchen PACIFIC DEPARTMENT 
844 Rush  eseets Cileree, Til. Newark, New Jersey ee 2 Sansome Street 
ra pte Danagers CANADIAN DEPARTMENT W.W. &E.G. POTTER, Managers 
H. R.§M. SMITH 461-467 Bay St., Toronto, Canada Ass’t rer 
| JAMES SMITH FRED W. SULLIVAN MASSIE — Led., JOHN Re coc 
a ————— 
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Governor Rejects Offer 
to Compromise 


Directs State Attorney to 
Force Final Decision 
by Highest Courts 


Companies Had Offered to 
Pay $5,000,000 


Governor Caulfield Contends That 
the Right of the State to Regulate 
Rates is Main Point 








St. Louis, Mo., August 6.—Governor Henry 
S. Caulfield of Missouri today rejected the 
proposal of stock fire insurance companies that 
the ten per cent rate case litigation which 
started in November, 1922, be compromised. 
He directed the attorneys for the Missouri 
Insurance Department to take immediate steps 
to force a final decision by the highest courts. 

In a letter to John T. Baker and Floyd E. 
Jacobs of Kansas City, special counsels for 
the insurance department, Governor Caulfield 
made known his decision and position holding 
that the power of Missouri to regulate fire, 
tornado, hail and lightning insurance rates is 
the principle point involved and that there can 
be no compromise or concession on that ques- 
tion. He accused the insurance companies of 
bad faith and of breaking their pledges in 
various moves during the long controversy and 
stated he had no real assurance that a compro- 
mise if approved would be carried out with 
any greater fidelity than prior agreements made 
by the companies which they did not live up to. 

Under the proposed compromise th: com- 
panies offered to return about $5,000,000 in 
excess premiums collected since January 1, 
1927, all of the court costs, including the fees 
of special counsels for the insurance depart- 
ment, and to reduce the Missouri rate ten per 
cent immediately upon acceptance of the com- 
promise. Since November, 1922, Missourians 
have paid approximately $140,000,000 in these 
insurance rates and a reduction since the orig- 
inal order would approximate fourteen million 
dollars. 

However, a special Federal tribunal at Kan- 
sas City some time ago ruled that February 
1, 1928, is the effective date of the rate order 
proposals under consideration since that time 
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St. Louis Robin, Endurance 
Ship, Completely Covered 





Associated Aviation Underwriters 
Insured Plane for Duration 
of Sustained Flight 

Both the monoplane St. Louis Robin, which 
Dale Jackson and Forest O’Brine flew for 
more than 420 hours over the city of St. Louis, 
and the refueling ship, were insured for the 
duration of the flight against fire, damage by 
accident and other hazards under a_ policy 
issued by the Associated Aviation Underwriters. 

The St. Louis Robin was _ completely 
“covered,” the policy including six thousand 
dollars on the plane, property damage up to 
$5,000 and public liability protection of $30,000. 

The Associated Aviation Underwriters or- 
ganization was formed some months ago by 
the Marine Office of America and Messrs. 
Chubb & Son and represents such companies 
as the Continental, London Assurance, Fidelity- 
Phenix, Federal, Glens Falls, Alliance Assur- 
ance and American Eagle. 


Hail Exacts Heavy Toll in 
Connecticut 

Following the hail storm in Connecticut last 
week the Connecticut Mutual Hail Insurance 
Company of Hartford received fifty or more 
claims for damage done to crops. 

The Hartford County Farm Bureau stated 
that almost the entire crop of tobacco in the 
east of the valley extending from Glastonbury 
to Warehouse Point was damaged. 








except for 114 companies that entered into a 
special stipulation with the insurance depart- 
ment in the early stage of the rate controversy 
not to attack the rate law but to abide by a 
final decision by the court on the reasonableness 
of the rate reduction order. The Governor’s 
rejection probably means that the litigation will 
be pressed by both sides to a final issue before 
the United States Supreme Court. 

The case reached that court at one stage of 
the litigation but was sent back to State courts 
because the Supreme Court held it could not 
consider the Missouri experience of all the 
companies collectively on the constitutional 
points raised that the rate reduction ordered 
by tormer Superintendent of Insurance Ben 
C. Hyde in October, 1922, was confiscatory. 
The Companies offered to compromise the rate 
fight last April and Governor Caulfield has had 











H. M. O’Brien Not to Head 
New Chicago Company 


Conflict With P. W. Chapman’s 
Interests in Fire Insurance 
Company of Chicago 


Darby A. Day President 
Allege Balance of $2,000,000 Capital 


Not Paid in by P. W. Chapman 
and Company 








An examination of the books and assets of 
the new Fire Insurance Company of Chicago 
by examiners of the Illinois Insurance Depart- 
ment is now under way, preparatory to licensing 
for commencing operation. At the same time 
Harold M. O’Brien, president of the Presiden- 
tial and Chicago Fire & Marine, who was 
recently named president of the new company 
which was to be taken over by his group, 
has resigned along with his associates. Until 
a proper examination of the finances of the 
new company and the conditions involved in 
certain contracts held by P. W. Chapman and 
Company and Frank H. Ellis, manager of that 
company’s insurance department, Mr. O’Brien 
declares he will refuse to give further consid- 
eration to taking the company into his group. 

Darby A. Day, Chicago manager for the 
Union Central Life, who was one of the or- 
ganizers of the new company, has been named 
president temporarily, with David K. Cochrane, 
counsel for Chapman and Company, vice-presi- 
dent, and Mr. Ellis continuing as treasurer. 

It is reported that a meeting of the stock- 
holders and directors had been called by Mr. 
O'Brien for Wednesday of last week to discuss 
several important details concerning his assum- 
ing control of the company, among which were 
certain contracts which were found to be in 
default 90 days. Mr. O’Brien desired to dis- 
cuss with the stockholders and directors the 
disposition to be made of such contracts. How- 
ever, a prior meeting of directors was held 
on Monday of that week at which Mr. Coch- 
rane, attorney, pointed out that the company 
had had no right to elect Mr. O’Brien to the 
board of directors and as a result the new 
staff of officers was decided upon. This meet- 
ing was held in the offices of Chapman and 


(Concluded on page 27) 
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AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
Assets Liabilities Capital *Net Resources 
$10,099,162.29 $3,394,266.51 $2,000,000.00 6,704,895.78 


BRONX FIRE INSURANCE CO. OF THE CITY OF NEW YORK 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 


BROOKLYN FIRE INSURANCE COMPANY 
$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 


GLOBE INSURANCE COMPANY OF AMERICA 
PITTSBURGH, PA. (Incorporated 1862) 
$2,258,430.77 $813,552.56 $512,000.00 $1,444,878.21 


KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 


CLASSES OF INSURANCE 











MANAGER 





92 WILLIAM STREET 





CORROON & REYNOLDS FLEET 
| EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 


DECEMBER 31ST, 1928, STATEMENTS 





















LONG ISLAND FIRE INSURANCE COMPANY 


Assets Liabilities Capital *Net Resources 
$408,657.14 $42,532.38 $200,000.00 $366,124.76 


MERCHANTS See ae FIRE INSURANCE CO, 


K, N. J. (Chartered 1849) 
$5,774,475.31 $1,291,847.16 $1,000,000.00 $4,482,628.15 
NEW YORK FIRE INSURANCE COMPANY 
(Incorporated 1832) 
$2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH PA. (Incorporated 1871) 
$4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
SYLVANIA INSURANCE COMPANY 
PHILADELPHIA, PA. 
$5,327,783.03 $758,805.07 $1,500,000.00 $4,568,977.96 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. 


WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER LEAKAGE, USE AND 
OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL MERCHANDISE{FLOATERS. 


CORROON & REYNOLDS 
INCORPORATED 


NEW YORK CITY, N. Y. 
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Firemen’s Caution Agents 
Against Separation 


W. W. & E. G. Potter Suggest 
Independent Rating Bureau 
for Pacific Coast 





Issues Letter to Agents 





Cite Rating Organizations in Other 
States to Show California 
System Discriminatory 





Predicting that separation will have a ten- 
dency’to unsettle rates and suggesting that Cali- 
fornia, like many other States, should have an 
independent rating bureau, not controlled by 
any one set of companies, but furnishing its 
service to all companies which desire to buy it, 
W. W. & E. G. Potter, Pacific Coast managers 
of the Firemen’s of Newark group of compa- 
nies, have sent a letter to California agents 
reiterating the Firemen’s consistent opposition 
to separation. Their letter reads in part: 


We believe that separation in its proposed 
form infringes the moral, legal and property 
rights of others and that in concept it is un- 
American. 


When reference is made to local agents rep- 
resenting both ajliated and non-affiliated 
companies as being detrimental to public inter- 
ests, thereby meaning improper rate differential, 
we believe that the cause of such a condition 
rests squarely upon the shoulders of those re- 
sponsible for withholding for their sole and ex- 
clusive use information and machinery pertain- 
ing to rate making. * * * 

Although reference has been made as to the 
unfairness to local agents representing both 
classes of companies, no reason has been ad- 
vanced therefor. As to the companies them- 
selves we believe that it is purely a matter of 
competition. So far as the companies which are 
members of the Loyalty group are concerned, 
they are prepared to compete on a sound basis 
with any companies, whether they are members 
of any organization or whether they operate 
independently. An agent representing any one 
of the Loyalty group companies is privileged to 
represent an other company that he chooses. 


Rating Situation 


Due to the very peculiar conditions existing 
in California regarding the rate situation, we 
believe it only proper to point out to local agents 
agents the possible danger should separation be 
successfullly enforced. 

In almost every other part of the United 
States rates are uniform, either through the 
existence of rate making bodies instituted 
through legislative action or rating bureau en- 
tirely independent of the control of any one 
group of companies. Such rates are sold to 
any companies or individuals desiring to pur- 
chase them. In this territory, however, rate 
making is in the hands of one particular group 
of companies, withholding them for their sole 
use exclusively. 

Intended separation, if successfully entorced, 
will therefore result in non-affiliated companies 
and their agents having no access to rates es- 
tablished by the only rating bureau existing in 
this State. It is unreasonable to think that 
companies not now members of the Board of 
Fire Underwriters of the Pacific and unable 
to secure published rates will withdraw from 
California. They will, to the contrary, secure 
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F. A. Gantert Makes Coast 
Tour for “F. and G.” 


Completes Arrangements for Firm 
to Enter Western States— 
Appointments Made 
BALTIMorE, August 6.—Frank A. Gantert, 
the vice-president and general manager of the 
Fidelity and Guaranty Fire Corporation, re- 
turned last week from a trip to the Pacific 
Coast, after completing arrangements for the 
entrance of his company into the Pacific Coast 

States. 

Mr.Gantert announced the appointment of 
Guy C. Inman as Pacific Coast manager of 
the company. Mr. Inman was formerly asso- 
ciate general agent of Hinchman, Wentz & 
Miller, of San Francisco. He will make his 
readquarters at San Francisco. 

The Fidelity and Guaranty also announces 
the appointment of McCollister and Campbell 
as general agents for the State of Washington. 





H. M. O’Brien Not to Head 
New Chicago Company 
(Concluded from page 25) 


Company and when Mr. O’Brien attempted 
to attend the meeting as president he was 
reftised admittance, whereupon he resigned. 

It is declared that the balance of the 
$2,000,000 capital called for has not yet been 
paid in by P. W. Chapman and Company and 
that an effort is being made by the present 
staff of officers to borrow the balance necessary 
and the taking of notes to complete the surplus 
requirements. This it is declared cannot legally 
be done 

Mr. O’Brien 
resign his connection with the new company 


declares he was compelled to 
when he discovered the contracts then in de- 
fault, and which would have placed upon him 
and his associates undue liabilities and might 
have hampered the orderly management and 
development of the company. His efforts to 
have these matters adjusted before he took final 
control, he says were of no avail, forcing him 
to resign, as he refused to continue with the 
possibility of jeopardizing the interests of in- 


vestors. 





rates which in their opinion are adequate, 
whcther such adequate rates be less than the 
published rates or not. 

Although generally conceded that uniform 
rates are for the best interests of all concerned, 
we have here an attempt to put into effect a 
policy which, if successful, would necessarily 
tend toward greatly increased rate cutting, very 
possibly leading to complete rate demoraliza- 
tion. If such conditions are to prevail, how- 
ever, agents of Loyalty group companies may 
rest assured that their interests will be taken 
care of and fully protected. 

We believe it proper to suggest to all agents 
the advisability of the establishment of a rat- 
ing bureau in the State of California which 
shall be entirely independent of any individual 
group of companies, and whose rates shall be 
open to any and all interests that may desire to 
purchase them. Such action can and will do 
more to eliminate rate cutting than any other 
method that can be instituted. 
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Unusually Fine Features 
Are Announced by Agents 


—_—_—— 


Homer Guck and Reed Cham- 
bers Will Address Detroit 
Convention Next Month 


Discussion of Aviation Insurance 





Brief Review of Mr. Chambers 
Varied Career in Field of 
Aeronautics 

Those planning to atend the annual meeting 
of the National Association of Insurance 
Agents in Detroit next month will be privileged 
to hear Homer Guck, publisher of the Chicago 
Herald and Examiner, and Reed M. Chambers, 
vice-president of the United States Aviation 
Underwriters, Inc. 

Mr. Guck will bring a message to the agents 
on the broader field of business development, 
while Mr. Chambers will tell them how they 
may develop the constantly growing field of 
aviation lines. 

Mr. Guck, who is 52 years of age, is a 
native of Michigan where he gained his first 
newspaper experience, and after several years 
as a publisher he went to Detroit to learn in- 
surance, beginning with the Detroit Life. Later 
he became affiliated with the Union Trust 
Company of Detroit and it was while he was 
with this organization that he reentered the 
newspaper field at the insistance of his friend, 
Col. William F. Knox, general manager of 
the Hearst chain of papers. 

Mr. Chambers, who will endeavor to tell 
the agents of the possibilities of aviation in- 
surance, is a native of Kansas, but spent most 
of his younger life in Memphis, Tenn., where 
he was engaged in the automobile business prior 
to the World War. It was a natural step for 
him to take, when he entered the air service 
of the United States when war was declared. 
As a member of the 94th Aero Squadron, 
commanded by “Eddie” Rickenbacker, he saw 
service both in France and with the Army 
of Occupation in Germany and held the rank 
of major when hostilities ceased. 

He then came to New York where he or- 
ganized and was president of the Atlantic Gulf 
and Carribean Airways, from which he resigned 
when it was bought by the Aviation Corpor- 
ation of the Americas. 

Then his interests turned to aviation insur- 
ance, and in February, 1928, together with 
David C. Beebe, president of the United States 
Aviation Underwriters. After considerable 
effort they were successful in organizing the 
United States Aircraft Insurance Group, com- 
posed of four casualty and six fire companies. 
They wrote their first policy on September 8, 
1928. Beebe and Chambers own and manage 
the United States Aviation Underwriters, Inc., 
which corporation acts as aviation managers 
and underwriters for the group of companies. 
Their territory covers the entire Western 
hemisphere. 


Fire Insurance 














General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY 


of Chattanooga, Tennessee 
Life Accident Health Automobile Accident 
































WE WANT MEN in 

















=-—men who are self-con- OHIO 
fident— INDIANA 
—men who are morally KENTUCKY 
ee WP cin 
—men who are finan- 
cially responsible— — 
—men who are anxious OKLAHOMA 
to accomplish results-—— CALIFORNIA 
—men who are open to Partnership-basis ILLINOIS 
Agencies IOWA 
LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY on 
ell it all in the 

Columbus, Ohlo tirst letter—Time fs 

Standard Swb-Standard Super-Standard Money. 





























GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 





























THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 






or 
THE + 


LONDON & 7; 
LANCASHIRE } 








New York Department: 


85 John Street 


INSURANCE CO. 


LTD. 





Eastern Department, Hartford, Conn. 
Gilbert Kingan, Manager 
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Great American 
Insurance Company 


am NewPork 


Your Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1929 


$15,000.000.00 
24,.465,534.40 


NET 53 


27.7 29,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.7 1 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 

WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, Ill. 
CG. R. STREET, Vice-President 
PACIFIG DEPARTMENT 

233 Sansome Street, San Francisco, Cal, 
CLIFFORD CONLY, Manager. 

MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCGISCO—Geor¢ée L. Week, M ger, 233 S Street 
GHIGAGO—Wnw. H. McGee & Co., Gen’! Asts. Jnsusenee Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 









































KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE | 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 











LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 




















We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All eommunications confidential. 


BOX 54 
Care of THE SPECTATOR 
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Sprinkler Equipment in Competition 


The Local Agent May Lose Considerable Business 
Through Failure to Recommend 
This Protection 


HE popularity of sprinkler equipment 
T has increased so rapidly in recent years 

that it is now estimated that fully 90 
per cent of the nationally advertised mer- 
chandise is produced under the protection of 
these “silent sentinels of safety.” If these 
merchants and manufacturers didn’t know (as 
positively as human beings can know) that 
their operations would remain undisturbed by 
a destructive fire, they would hesitate to spend 
millions of dollars in advertising their products. 
They depend upon automatic sprinklers because 
the latter have proved themselves the most 
deadly foe of fire. By minimizing the danger, 
moreover, sprinklers reduce the insurance rate 
by from 50 to 85 per cent; and when a 
merchant or manufacturer cuts down the in- 
surance factor in his overhead so radically, he 
achieves a position where he can sell his 
product at less cost then a competitor who does 
not enjoy the advantages of automatic pro- 
tection. 

So it is not surprising that property values 
approximating a billion and a half dollars are 
changing each year from the “unprotective 
class” to the “sprinklered class.” Of this 
staggering total, the mutuals and reciprocals 
bagged $500,000,000 last year. That’s a third 
of the entire amount, and was landed by a 
handful of sharpshooting solicitors who, in most 
instances, took the business away from the 
stock fire insurance companies and the local 
agents by whom the latter are represented. 


With such a big part of the sprinkler business 
slipping away from them, it is small wonder 
that agents throughout the country are beginning 
to sit up and take notice. They want to know 
how and why the mutuals and big city brokers 
are able to take away from them the risks 
that usually are their biggest and best lines. 

The answer is that local agents generally 
have been slow to appreciate the value of 
automatic sprinkler protection, and have let the 
more wide-awake “sharpshooters” beat them to 
their clients with recommendations which 
permit the property owner to pay for a 
sprinkler system out of premium savings. 

Even a stock company executive, who did 
not wish to have his name used for obvious 
reasons, said to the writer recently: 

“One of the menaces of the agency business 
is its decentralization because of the lines being 
taken by outsiders who come in and make a 
business-like presentation of the value and 
economy of sprinkler installations. If an 
assured is convinced that it is to his best 
interest to have his plant equipped and his local 
agent has not recommended it, he will not favor 
the latter thereafter if someone comes in and 
shows him how to get better protection at 
less cost. 
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“The assured will feel that he has been 
trifled with, that he has not been given the 
service to which he is entitled, that the local 
agent has been selfish in not laying before him 
the advisability of having his building equipped. 
The local agent will not only lose the fire 
and use and occupancy insurance, but very 
likely all other lines because the assured will 
have lost confidence in him. An incident of this 
kind is disintegrating to an agent’s business. 
It means that not alone this risk is lost, but 
if the assured in conversation with others 
repeats his experience, it will militate against 
the agent.” 

Every local agent, either through one of 
his companies or through some service organ- 
ization can command experts to assist the 
assured in reaching a conclusion as to whether 
it would pay him to equip his plant, and the 
need for 
the agent to be a sprinkler expert. He can 
acquaint himself with some of the fundamentals 
and, through the machinery of his companies, 
he always has expert service at hand. 


approximate expense. There is no 


The local agent’s work is further simplified 
by the fact that there are contractors and 
finance corporations which will install sprinkler 
systems under a plan whereby the equipment 
can be paid for out of insurance savings. If 
assured he can get 
sprinkler protection without affecting his work- 


the is shown how easy 
ing capital, he is very apt to place his in- 
surance with the person who brings the plan 
to him. Thus the tendency of equipped business 
to get out of the hands of agents and placed 
at a distant point, solely because the “outsiders” 
are watching the desirable plants and going 
after them. 


Fifty Years With the Home 


LittLE Rock, Ark., August 6.—L. B. Leigh, 
senior member of the firm of L. B. Leigh & 
Co., general agents of Little Rock, has 1eceived 
from the Home Insurance Company of New 
York a unique book, presented to him as a 
memento of long-time service, covering a period 
The book is covered with full 
calf, padded and groined. A replica of the con- 
tinuous representation medal is embossed in 
gold on the front cover, bears the inscription: 
“Presented to L. B. Leigh in recognition of 50 
years’ continuous representation of the Home 
Insurance Company of New York. 


of over 50 years. 


Typographical Error 
On page 26 of THE Specrator of August 1, 
the second paragraph of “Cost of Fire Insur- 
ance in 1928” through a typographical error we 
gave the annual rate of fire insurance as $1.11, 
which should have been $1.04. 


29 


American of Newark Offers 
Exchange of Stock 





Jersey Company Gives Owners of 
Dixie Fire 68 Shares for 10 of 
Southern Firm 


The American Insurance Company of New- 
ark, N J., announced recently that the com- 
pany had offered to the stockholders of the 
Dixie Fire Insurance Company of Greensboro, 
N. C., an exchange of stock on a basis of sixty- 
eight shares of American, which has a par 
value of $5, for ten shares of Dixie, with a par 
value of $50. 

Under an agreement with the Dixie Com- 
pany the American must have 75 per cent of 
the stock of the Southern Company deposited 
by August 15. More than that amount has 
already been pledged according. to officials of 
the organization. 

The Dixie Company is capitalized at $500,000 
and had a surplus on December 31, 1928, of 
$737,875. It did an annual business of $1,368,- 
333 in premiums in 1928. The firm will con- 
tinue as a North Carolina Company. 


International Insurance Intelligence, 
1928-1929 

The 1928-1929 edition of Internaticnal Insur- 
ance Intelligence, which is published by The 
Review, London, presents a great amount of in- 
formation taken from the balance sheets and 
revenue accounts of insurance companies in the 
various countries of the world. The statistics 
given in most cases are those for the year 1927, 
in comparison with those for 1926 and 1925. 
In this excellent book the data are arranged by 
countries, under five general divisions, namely, 
Europe Asia, Africa, Australasia, and America. 
In addition to the statistical matter presented 
the laws of the various countries relating to 
insurance are summarized, and there is also a 
glossary of insurance terms in six languages. 
Abridged balance sheets of the principal compa- 
nies in each country are given with capital and 
other information as to those of lesser im- 
portance. International Insurance Intelligence 
is a book of 1074 pages, and may be procured 
through The Spectator Company at $20 per 
copy. 


New England Fire Insurance Com- 
pany Correction 

In Tue Spectator of June 13, under the title 
“Insuring Against Elemental Hazards,” page 
29, we erroneously gave the amount of pre- 
miums of the New England Fire Insurance 
Company as $7,763,524 in force December 31 
after reinsurance of $11,365,917 had been de- 
ducted, and at the close of business at the end 
of the previous year there was $5,235,700 in pre- 
miums in force on this company’s books. These 
figures represent liability in force and the pre- 
miums at the close of business December 31, 
1928, were $19,779. At the end of 1927 pre- 
miums on the books amounted to $18,999. 


Fire Insurance 























Good News for 
Ohio Farmers Agents 


Ohio Farmers Indemnity Company—a casualty insurance running mate 
for the Ohio Farmers Insurance Company—has been incorporated to pro- 
vide the Company’s agents with the same fine service in casualty lines they 


have been receiving heretofore on fire business. 


The entire capital stock of the Ohio Farmers Indemnity Company is 
owned by the Ohio Farmers Insurance Company and the management will 


be in the same experienced hands that successfully operate the fire company. 


Although the home office organization at LeRoy has been expanded to 
care for the added business and men experienced in casualty insurance will 
devote their attention to underwritiny and claims, it is not necessary to 
train an entire new staff or go through the confusion usually incident to 


launching a new company. 


The Ohio Farmers Indemnity Com»any will cooperate with local repre- 


sentatives just as the old Ohio Farmers Insurance Company has always done. 


OHIO FARMERS INDEMNITY CoO. 
Owned and operated by the 


OHIO FARMERS 
INSURANCE CO. 


Organized 1848 
LeRoy Ohio 
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Independence Companies Will 
Do Own Underwriting 


Contract With Barber & Baldwin, 
Inc., for Underwriting Aviation 
Risks Terminated 

The contract between the Independence Com- 
panies, of Philadelphia, and Barber & Bald- 
win, Inc., of New York, for underwriting of 
aviation insurance will terminate on September 
30, according to an announcement given out 
this week by Charles H. Holland, president of 
the Independence group. 

The Independence Companies were among the 
first American companies to enter the aviation 
field. Their aviation business has been profit- 
able from the beginning. Second Vice-President 
O. M. Doyle will be in charge of this depart- 
ment. He has organized a capable inspection 
and underwriting corps at the home office. 

Twenty agents of the Independence Compa- 
nies have formed the Aviation Assurance 
Agents of America, and have arranged to co- 
operate in the development of this business. 

The termination of the contract between the 
Independence Companies and Barber & Bald- 
win, Inc., is said to be due to the fact that Bar- 
ber & Baldwin, Inc., have organized their own 
companies for the purpose of carrying aviation 
covers. 


National Safety Council of Chicago 
Elected 

The Insurance Department of the United 
States Chamber of Commerce, announced this 
week that the National Safety Council of Chi- 
cago had been elected to membership in the 
National Fire Waste Council. This increases 
the membership of the Fire Waste Council to 
twenty organizations and four government bu- 
reaus. Terence F. Cunneen, former deputy su- 
perintendent of insurance, is manager of the 
Chamber of Commerce insurance department. 


Truck Drivers Receive Awards for 
Safe Driving 

Battimore, Mp., August 6.—Approximately 
700 drivers of commercial trucks were pre- 
sented with certificates of award last week by 
the Baltimore Safety Council for operating 
their trucks during the last 12 months without 
accidents. Others received awards for two and 
three years of safe driving. 

Twenty-seven companies 
fleets received special awards for having no 
accidents at all during the year. Seventy-six 
companies were enrolled in the safe-driving con- 
test which has been conducted for three years 
by the Commercial Fleet Division of the Safety 


Council. 


operating truck 





EXTRACTS FROM SEMI-ANNUAL STATEMENTS OF FIRE 
INSURANCE COMPANIES, AS OF JULY 1, 1929 


Name and Location of Company Year 
PipAAN RIES 6 oe rohnert oc are eRe ke { 1929 
{| 192 
Atiianee, Philadelphia... 60.066 00cb sec cceevees J 1929 
. | 1928 
Atlantic City Witt. Vac ccccce cece ec cewces eas J 1929 
| 1928 
Atlantic Vice, Raletat, Ne Civicc idk cick cvcwees { 1929 
| 1928 
SIREMRE SPR TIONN cad oya'ss sw oi ao.4:0) wa Sie ee OO { 1929 
{ 1928 
Cotton Marine and Fire, Phila................ J 1929 
| 1928 
Eastern Fire, Atlantic City, N. J............... { 1929 
; \ 1928 
Georgia Home, Columbus, Ga................. } 1929 
| 1928 
Prstes TEMG AE S65 9c) és ccd base kak oem walee J 1929 
| 1928 
Ins. Co. of North America, Phila............... J 1929 
| 1928 
Keystone Auto Club, Philadelphia.............. { 1929 
\ 1928 
Liberty Bell, Philadelphia..................... 1929 
1928 
Merchasite: Mise, Detnvee «<6 6666 boo ssn ccaccen 1929 
vig | 1928 
National American Fire, Omaha, Neb......... { 1929 
| 1928 
National F, & M., Elizabeth, N. J.............. { 1929 
1928 
National Security, Omaha, Neb............... { 1929 
7 1928 
Northwestern National, Milwaukee............ f 1929 
; \ 1928 
Pacific American Fire, Los Angeles............ 1929 
Potomac, Wamitigton, BEC... - 5 <<.<ccc ccivren ces 1929 
m joie 1928 
Philadelphia Fire and Marine, Philadelphia...... 1929 
1928 
Public Wire, Newatle Ni Jilcs oss caccdececesc 1929 
1928 
Rocky Mountain Fire, Great Falls, Mont...... 1929 
| 1928 
seaboard, Baltimore, Melos o.sissc secs sce ees f 1929 
’ \ 1928 
St. Paedl He Be Wie, Bee Pia sos bce she ene J 1929 
ah : 1928 
Union Marine, Liverpool.................2.6 1929 
Bab 1928 
William Penn Fire, Philadelphia................ 1929 
1928 
World. We, Hartland: . 252. oseccc ces dde { 1929 
\ 1928 


Surplus to 


Policy- Premiums Losses 
Assets holders Received Paid 
63,749,917 21,605,544 13,889,586 6,784,766 
54,577,353 16,367,021 14,086,929 7,442,026 
9,124,536 3,639,920 1,780,298 826,193 
8,425,689 3,111,360 1,741,696 941,286 
1,322,245 1,044,753 38,643 6,395 
1,314,406 1,031,734 37,947 17,726 
692,073 143,718 263,506 104,739 
645,634 106,312 257,036 85,214 
5,972,925 1,814,169 1,117,529 561,033 
5,677,077 1,643,697 1,033,469 447,633 
685,610 262,945 16,737 710 
484,814 263,030 9,131 82 
696,295 271,775 36,351 16,885 
533,205 267,846 28,553 12,149 
1,842,453 718,883 352,375 48,946 
980,699 202,165 269,444 170,069 
968,404 261,982 79,223 24,255 
509,105 225,811 69,205 11,690 
86,190,400 35,498,879 17,081,140 7,930,280 
69,469,254 23,402,545 17,116,551 8,291,320 
376,770 163,477 137,877 17,570 
279,353 87,497 117,674 19,103 
3,230,969 71,609,994 295,109 112,625 
1,137,212 329,367 190,105 126,723 
1,724,874 402,465 349,735 174,268 
1,518,405 374,473 334,761 171,395 
1,903,294 389,564 169,801 78,691 
1,907,882 395,115 195,790 87,476 
1,351,070 651,470 419,700 139,951 
990,724 453,819 89,373 97,260 
2,537,069 952,818 312,777 147,811 
1,439,986 395,824 306,018 136,429 
15,669,155 *4,389,202 2,751,778 1,043,812 
15,341,410 *4,094,076 2,606,177 1,079,753 
4,622,938 3,365,691 206,175 12,177 
3,629,385 1,275,364 946,583 456,226 
3,343,168 1,219,814 942,910 412,876 
4,992,058 1,665,971 942,814 437,627 
4,797,058 1,570,435 927,785 4 
7,926,973 2,561,043 3,158,205 705,314 
5,236,392 3,956,828 156,049 
719,595 300,451 47,314 17,330 
694,975 300,039 48,130 15,536 
631,772 261,486 24,473 yf 
518,259 189,116 29,863 6,29 
33,672,544 14,076,526 8,695,994 3,858,758 
31,209,318 11,559,640 9,398,268 4,478,162 
1,187,588 84,939 84,75 71,254 
1,261,254 696,354 167,855 81,514 
478,239 123,614 28,269 923 
390,597 88,47 27,167 2,855 
3,819,568 1,415,249 890,702 350,993 
3,210,949 746,884 556,873 491,873 


* Does not include $1,500,000 for conflagrations, etc., and $500,000 reserve for depreciation in securities in 1928, and 
$300,000 in 1929. + Includes $609,994 reserve for contingencies, 


THE SPECTATOR 
August 8, 1929 


31 


National Guaranty Fire to 
Increase Surplus 


Newark Company Will Transfer 
$330,000 from Capital.Account 

At a stockholders’ meeting on July 26, 1929, 
a resolution was passed by the stockholders of 
the National Guaranty Fire Insurance Company 
of Newark, N. J., authorizing the transfer of 
$330,000 from the capital account to the surplus 
account. Plans are under way for the immedi- 
ate further increase of the capital and surplus 
of this company. 


Death of Basil C. Fothergill 

News comes from the London office of Fester, 
Fothergill & Hartung of the death of Basil C. 
Fothergill, in England on Tuesday morning. 

Mr. Fothergill was well known here and 
abroad in connection with the reinsurance con- 
ducted by his firms in this country and in Lon- 
don, and news of his death comes as a shock to 
his many friends, although he has been ill for 
some time. 
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Protection means so much 
and costs so little. 


“TNA-IZE 
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International Re-Insurance Corp. 


(Casualty) 
Balance Sheet June 30, 1929 














ASSETS 
Do aan: i 4 8 ne ie Sead alii ARE Ok Sechesn eect Vena $1,806,593 .65 
SSE PE A, ENG - TRO ME eT Mets a! 100,000 . 00 
Poems an Course of Collection. ...... 6.6. 66k cece ccucaes 362,749 .62 
Aocemed Taterest Receivable... .... nc dc ec cc cwedeuccedevewcs 49,973 .97 
Securities (at Market) : 
United States Government Bonds........... $648,750.00 
State and Municipal Bonds................ 997,140.07 
Corporate Stocks and Bonds............... 1,129,946 .36 
TE OE 6. on cide odls os dda bs ea Ree ee 2,775,836 .43 
Loans: 
Secured by collateral... ... 2.0.06. ..006000- $957,400.00 
Secured by real estate mortgages........... 219,700.00 
OT CETTE ee far nr 1,177,100 .00 
Equity in Home Office Building................. 0.0.00. e ee eee 275,000.00 
ME oi x ae hoe 84 REECE e KD ee Ch heer Rertaurnd ew $6,547,253 .67 
LIABILITIES 
Accrued Commissions, Taxes, and Other Liabilities.............. $145,882 .24 
Insurance Reserves: 
Unearmed premiumis.................0.45:. $841,908 .95 
Reserves for losses..............00000eeeee 669,037 . 64 
Voluntary contingent reserve............... 500,000 .00 
Total Insurance Reserves.................. 000 ee eee 2,010,946. 59 
Reserve for Depreciation of Building................5....0005. 4,530.00 


Capital Stock and Surplus: 
Capital stock—authorized 200,000 shares of $10.00 each; 








outstanding 150,000 shares............... $1,500,000 .00 
NS Sys ca4s awe ntes a dadnd 4+ Webhiews ne 2,885,894 .84 
Total Capital Stock and Surplus....................94,385,894 . 84 
Es. 5-4 5 pe ces OMe Gare oon hd eee oes $6,547,253 . 67 
CERTIFICATE 


We have made an examination of the accounts of the International Re-Insurance Corporation as of June 
30, 1929. 

We have verified the loans and the collateral held thereunder, the possession of the stocks and bonds 
owned, and have confirmed the cash balances by certification of the depositaries. The loss reserve appears 
to be conservatively stated, and 

WE HEREBY CERTIFY that in our opinion the above statement correctly sets forth the financial condi- 
tion of the Company at June 30, 1929. HASKINS & SELLS. 


International Re-Insurance Corporation 


HOME OFFICE CARL M. HANSEN, President EASTERN OFFICE 


Pacific Finance Building 
Los Angeles, California 






84 William Street 
New York City, N. Y. 
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State Fund and Rate Bureau 
Breach Healed on Coast 


California Compensation Body 
Rescinds Resignation on 
Committee’s Advice 





Governing Group to Control 





Add Three Amendments to Constitu- 
tion of Rating Bureau; Will 
Use Unit Voting System 





San Francisco, Cauir., August 6—The 
State Compensation Fund has rescinded its 
resignation from the California Inspection 
Rating Bureau after consulting with the special 
committee appointed by the Bureau, the com- 
mittee consisting of Joy Lichtenstein, H. E. 
McClellan, and J. C. Chandler. The special 
committee secured the rescinding of this resig- 
nation by submitting the following recom- 
mendations, which were promptly approved by 
the California Inspection Rating Bureau and 
will be included in substance in amendments 
to the constitution of the Bureau: 

(1) Increased powers and_ the 
thereof by the Governing Committee: First, 
that the governing committee shall reassume 
control of the Bureau, which was its original 
function; second, that the governing committee 
shall elect the manager and fix his salary, 
without review by the Bureau; third, that the 
governing committee shall be authorized to 
vote expenditures over and above current ex- 


exercise 


penses. 

(2) A sharp definition between stock and 
non-stock carriers on the committees, involving 
the following: First, the members of the Bu- 
reau shall be divided into two classes, stock 
and non-stock. Stock carriers shall be defined 
as stock corporations; non-stock carriers shall 
be defined as mutual companies, 
inter-insurance exchanges, and the State Fund; 
second, there shall be a change in the compo- 
sition of the classification and rates committee 
as follows: Three stock carriers, two non-stock 
carriers, the State Fund, and the insurance com- 
missioner. The insurance commissioner to have 
vote only in case of a tie. Third, there shall 
be a change in the composition of the govern- 
ing committee as follows: Two stock carriers, 
one non-stock carrier, the State Fund, and the 

(Concluded on page 39) 


reciprocal 
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Turner Receives Appointment 
in Three Organizations 


Prominent Chicago Attorney Named 
Counsel for Casualty and 
Surety Executives 
Cuicaco, August 7—George Edgar Turner, 
who for the past eight years has been general 
counsel and manager of the Casualty Informa- 
tion Clearing House, Chicago, on August 1 
became associated with the Chicago law firm 
of Loucks, Eckert and Peterson. The firm is 
one of Chicago’s oldest with an extensive prac- 
tice among leading financial and insurance in- 
terests. Through Mr. Turner, who has a fine 
command of nsurance law gained through many 
years practice and contact with the insurance 
business, the firm will further develop its in- 

surance practice. 

At the same time Mr Turner has been ap- 
pointed counsel for the Association of Casualty 
and Surety Executives, which organization re- 
cently took over the activities of the Casualty 
Information Clearing House. For the time 
being he will continue also with the Indianapolis 
law firm of which he has been a member for 
many years. 

Announcement was Mr. 
Turner’s appiontment as Chicago representative 
of the national agency committee of the cas- 
ualty and surety acquisition costs and field 
supervision conferences. He has already under- 
taken the preliminary details of acquainting 
himself with the requirements of this activity, 
and when the records of the conferences have 
been assembled in Chicago he expects to be 
prepared to investigate the costs situation there. 

Before launching into this new work Mr. 


made recently of 


Turner is spending a few weeks at his log 
cabin on Devils’ Gulch Road, Estes Park. 


Mrs. 


Assecuranz-Compass, 1929 

A valuable reference work dealing with in- 
surance companies in the various countries of 
the world is the Assecuranz-Compass for 1929, 
just published in Vienna. It contains 776 pages 
and is printed in the German language. For 
the more important companies in the various 
countries of the world balance sheets as of 
December 31, 1927, are given, while the name, 
address, capital and kinds of insurance con- 
ducted are given for smaller or more local com- 
panies. This excellent work may be obtained 
through The Spectator Company at $6 per copy. 





Pennsylvania Gas Dealers 
Fight Surety Bonding 


Seek to Restrain Enforcement 
of Law As 19,000 Fail to 
Take Out Bonds 


Operate in Violation of Law 





Court Gives Secretary of Revenue 10 
Days to Show Why Injunction 
Should Not Be Granted 





PHILADELPHIA, AuGusT 5.—The 4-cent gallon 
tax law, passed by the 1929 Pennsylvania 
legislature and which went into effect on July 
1 with the State Department of Revenue en- 
forcing it as of August 1 and which makes it 
compulsory for all gasoline dealers to carry 
a corporate surety bond, is being fought by 
the Pennsylvania gasoline dealers who contend 
that the corporate surety feature is uncon- 
stitutional. 

The dealers first sought a temporary in- 
junction restraining the Secretary of Revenue 
from enforcing the new law on August 1. This 
the Dauphin County court refused to grant. 
The dealers then asked for an injunction res- 
straining the Secretary of Revenue from en- 
forcing the corporate surety feature of the 
law. The court last week gave the Secretary 
of Revenue ten days in which to show cause 
why the injunction should not be granted. 

The gasoline dealers contend that the surety 
companies are only accepting one out of every 
twenty-eight small gasoline dealers and then 
after he has posted a cash guarantee in addi- 
tion to paying the premium. It is said that 
19,000 of the 28,000 Pennsylvania gasoline 
dealers are still unbonded and are now operating 
in violation of the law. 

The dealers charge that the corporate surety 
feature was placed in the bill at the instigation 
of the surety companies. However, they admit 
that the surety companies are wary of accept- 
ing the small dealers because many of them 
failed to pay the State the taxes collected last 
year. 

Pennsylvania last year lost $1,500,000 due 
to failure of many gasoline dealers to forward 
to the Department of Revenue the gasoline tax 
collected by them from autoists. The corpor- 
ate surety feature was placed in the bill to 


(Concluded on page 39) 
Casualty, Surety, Etc. 











34 


Independent Bonding Makes 
Transfer of Stocks 





Stockholders Authorize Change of 
$225,000 from Capital to Surplus 
Account 

At a stockholders’ meeting on July 26, 1929, 
a resolution was passed by the stockholders of 
the Independent Bonding and Casualty Insur- 
ance Company of Newark, N. J., authorizing 
the transfer of $225,000 from the capital ac- 
count to the surplus account. Plans are under 
way for the immediate further increase of the 
capital and surplus of this company. An in- 
crease in capital is also planned for the com- 
pany running mate, the National Guaranty Fire. 

The Independent Bonding and Casualty In- 
surance Company as of December 31, 1928, had 
a capital stock of $40,805 and assets of $716,678. 
In 1928 the company did a premium business of 
$181,050. 





—LittLe Rock, Ark., August 6.—Appointment of 
Mrs. N. M. Whaley as agency supervisor for the 
department of education of the Pyramid Life Insur- 
ance Company was announced by Herbert L. Thomas, 
president of the company, 
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EFORE hopping on 

the gas, why not hop 
to a Combination Auto 
Policy— one that will hop 
you over trouble! — 
anywhere ! 


Over 20.000 Aetna agents, located 

from Maine to California, assure 

Aetna service to Aetna policyhold. 
ers, wherever they may be! 


“ETNA-IZE 


This new. series of 
“unique newspaper 
advertisements is only 
one among many adver- 

» tising’ helps that are ; 
furnished to make 
Etna agents better 
known. 


| It pays to be an Etna-izer!»§ | 
in Oiinutl 


Casualty, Surety, Etc. 


Auto Deaths May Reach 8000 in 
Third Quarter of 1929 
Hartrorp, Conn.—More than 8,000 persons 
will meet their death in automobile accidents 
in this country during the third quarter of 
this year, it is indicated by figures for the 
first six months, released recently by State 
authorities. Unless the increase in the death 
rate of the second quarter over the first three 
months is checked, the fatality toll from July 
to September inclusive will average more than 
85 a day for the country as a whole. 


During the second quarter more than 6,600 
persons were killed in automobile accidents, 
which was an increase of 30 per cent over the 
fatality toll of 5,100 in the first three months 


Gets Heavy Damages for Loss of Eye 

Richard Sims of St. Louis, Mo., who won 
$25,000 damages in the Circuit Court against 
the Hydraulic Press Brick Company for the 
loss of an eye is entitled to this judgment the 
Missouri Supreme Court, Division No. 1, ruled 
on July 30. Sims was struck in the eye by 
a bit of coal from a lump he was breaking 
with a hammer on June 22, 1924. 








“The Insurance Man’s Restearant” 


46 GOLD STREET 


Between Fulton and John Streets 


| New York City Phone Beekman 9991 























“Equitable 
in Practice 











| EQUITABLE 
Casualty and Surety Co. 


JOHN L. MEE, President 


as in Name” 


“Ty 


“Tell me, Mary, do you carry 
insurance on your car?” 


“I certainly do, Sara. I 
wouldn’t be without it, espe- 
cially since it’s so easy to pay 
for on that new budget plan 
I told you about.”* 


As an entering wedge to new 
business, our Automobile Insur- 
ance Budget Plan is of the utmost 
value to agents and brokers. It 
is our contribution to the better- 
ment of your service to policy- 
holders and applies to liability, 
property damage and collision risks. 


Fieldmen dealing with this com- 
pany find their problems sym- 
pathetically understood and 
promptly and carefully considered 
because our home-office executives 
are fully experienced and are 
agency-minded to the utmost de- 


gree. 


* Mr. John L. Mee, Pres. 
Equitable Casualty & Surety Co. 
2 Lafayette St. 

New York City. 
Dear Mr. Mee: 

I am interested in learning more 
about the ‘‘Automobile Premium 
Budget Plan’’ you have originated 
and about the advantages of your 
company. 


Fe rr eee Pen a : 
$2 
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Improper Cancellations in 
Massachusetts Halted 


Commissioner Brown Cites 
Cases Where Agents Have 
Misinterpreted Law 





Must Give Sufficient Notice 





Auto Liability Policies Cannot Be 
Revoked by Company When 
Premium Has Been Paid Up 





Various infractions of the Massachusetts In- 
surance law in the cancellation of automobile 
liability policies have been brought to the atten- 
tion of companies writing this line in the State 
by Insurance Commissoner Merton L. Brown, 
who recently made known the requirements in 
connection with the cancellations. 

Most of the cases of improper cancellation 
brought to the attention of the Massachusetts 
State Department recently have been policies 
covering cars purchased through finance com- 
panies. Commissioner Brown cites the cases 
of the alleged non-payment of premiums al- 
though the full premium has been paid by 
the insured or on behalf of the insured by 
the financing company. In such a case the 
policy cannot be canceled even if the insured 
fails to repay his loan to the finance company. 

The State insurance head said it has been 
the practice of some companies and agents 
to comply with the request of finance organiza- 
tions, when the insured defaults in repaying 
his loan, to issue a notice of cancellation for 
alleged non-payment of premium. This is done 
without justification when the premivm has 
been paid to the agent or company. 

The finance corporation holding a power of 
attorney from the assured for that purpose 
may in case of a policyholder who fails to pay 
his note, cancel such insurance and retain the 
face value of the policy. This the commissioner 
explained is not cancellation by the company 
but by the assured through his authorized agent. 


Commissioner Brown declared that the law 
provides that “payment of a premium to a 
duly licensed insurance broker who negotiates 
the policy upon which the premium is paid, 
is payment to the issuing company and protects 
the assured against cancellation of the policy 
for non-payment of the premium, whether or 
not the broker pays the premium over to the 
insuring company or its agent.” The State 
board of appeals will not sustain cancellation 
by any company under these conditions. 

Some agents are erroneously advising policy- 
holders that they must surrender their registra- 
tion certificate and number plates and policy 
before they can cancel their policies. 

The law requires fifteen days’ notice of can- 
cellation to be given to the insured and to the 
registrar of motor vehicles. Such notices must 
be sent in ample time to reach the intended 
parties at least fifteen days before the effective 
date of the cancellation. 
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John M. Tucker 

Battrmore, Mp., August 5.—John M. Tucker, 
who had been connected with the Maryland 
Casuaty Company since 1924 as an adjuster for 
the corporation, with headquarters in Elmira, 
N. Y., died at his home in Elkton last week 
following an aytomobile accident at Kane. 
Penna., on Tuesday. 

Prior to joining the Maryland Casualty Mr. 
Tucker was secretary and treasurer of the Cecil 
Mutual Fire Insurance Company, a position he 
held for twenty years. He was a close personal 
friend of the late Gov. Austin L. Crothers, who 
appointed him chairman of the State roads com- 
mission when that body was organized on April 
30, 1908, and supervised the construction of the 
first good road built in Maryland. 

Appoints J. E. Charbonnel 

Los ANGELES, CALIF., August 6.—Announce- 
ment has just been made by W. O. Paine, man- 
ager of the Southern California branch of the 
Royal Indemnity and the Eagle Indemnity com- 
panies, that J. E. Charbonnel has been appointed 
superintendent of the bonding department of the 
office. 
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Now! 


Z4ETNA-IZE 


Tel ae 
| The agent whose name 


is signed to one of these 
new, distinctive /Etna 
cd; newspaper advertise- ty 
\ ments is sure to attract 
qd) attention. 


| lt pays to be an Atna-izer! | 
Mint nul 








CL 
(i 


35 


Missouri to Get Permanent 
Compensation Rates 


National Council on Workmen’s 
Insurance Compiling 1927 
Experience Data 


Year’s Loss Ratio Is 59.1 





Probability Is That General Level 
Will Remain Unchanged While 
Some Rates May Raise 





The National Council on Workmen’s Com- 
pensation Insurance which recently received 
from member companies its first definite data 
on workmen’s compensation insurance exper- 
ience in Missouri is now assembling this data 
with a view of promulgating permanent rates 
for the various classifications in the State. 


Figures submitted to the council show that 
during the year 1927 all of the companies 
writing compensation insurance in Missouri 
collected a total of $8,116,562 in premiums and 
paid out losses of $4,793,064, a loss ratio of 
59.1 per cent. 

The rates that have been in effect in Missouri 
since the Wormen’s Compensation Act became 
law contemplate a loss experience of 60 per 
cent. From this 60 per cent companies are to 
pay compensation, musical aid and settlements 
of judgments obtained under the common law 
section of combination policies. 

At present there are about 600 separate 
classifications under the Workmen’s Compen- 
sation Act in issouri. Within the next few 
months the council will have completely 
assembled the data relative to each classification 
with a view of recommending possible rate 
changes to become effective on January 1, 1930. 
It is probable that the general level will remain 
the same as the loss ratio of 59.1 per cent is 
approximately that anticipated when the rates 
were promulgated. However, the rates for 
some classes will be reduced and others in- 
creased. 


American Surety Co. Appoints Peter 
Malah Superintendent 

Announcement was made from the offices of the 
American Surety Company on Aug. 5 of the 
appointment of Peter Malah, as superintendent 
of the casualty insurance department of the 
American Surety Company and the New York 
Casualty Company at Chicago. Mr. Malah has 
for a number of years been Illinois branch man- 
ager of the National Bureau of Casualty and 
Surety Underwriters 


Mr. Malah has been connected with the Bu- 
reau of Casualty and Surety Underwriters, his 
experience including service in eight States 
from Maine to Texas and his managership of 
the Illinois branch has occupied his time for the 
past four years. His new duties will center in 
the Chicago offices of the American and New 
York companies at the Insurance Exchange 
3uilding, So., 175 W. Jackson Boulevard. 


_ “Casualty, Surety, Etc. 




















FIRE RE-INSURANCE 


SO TTL 


| Treaty and Facultative 


‘TOUNNTAAOAD UU neeaNA ea eeNeNNAT TIN 


Re-Insurance Corporation 


of America 
| 60 John Street, New York, N. Y. 


Secretary 


H.D. BURROUGH 


President 
HORACER. WEMPLE 


TOTAL ASSETS $2,154,292.71 


‘Huomneevnnnn neces nate, 


DIVISION OFFICES 
Pacific Coast Department 


114 Sansome Street 
San Francisco, California 








Western Department 
172 W. Jackson Boulevard 
Chicago, IIlinois 
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NEW SHENANDOAH POLICIES 








An added source of income to you and a new 
way of instilling ideas of thrift in the men and 
women of tomorrow. 


CHILDS’ POLICIES 


They go into full benefit at the age of 5. With 
these new policies, you can offer your clients 
absolutely the latest, most modern and com- 
plete insurance program for children, 


Write us for information. 


CHARLES E. WARD, Agency Manager 


SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


W. L. ANDREWS 
Secty.-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


(Former Governor of Virginia) 


























2 TATA — A E S ES SESE LIRR 











— 































Our Company offers complete protection 
$5,000 
ALL IN ONE POLICY 


Any natural death. .........0.0es-ceceess $ 5,000 
Any accidental death..........-...--+0+- 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $5u per WEEK 
for fifty-two weeks. 
| $25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 
Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Ate you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 
pened, INQUIRE! 


New Hampshire 





A POLICY YOU CAN ‘SELL! | 
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SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 


Louisville, Ky. 
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Ontario Accidents in July Hit 
High Record Mark 





Mishaps Reported to the Workmen’s 
Compensation Bureau Are 260 
Above Previous Record 
Ontario, CANADA, August 6—The month of 
July has broken all previous records in the 
number of accidents reported to the work- 
men’s compensation board here, there being 
8538 accidents, an increase of 1150 over the 
month of July a year ago, and 260 more than 
the number for October last year, which was 
the highest previous record since the Work- 
men’s Compensation Law was enacted. The 
fatal cases numbered 43 as against 40 in July 

last year. 

The total benefits awarded during July 
amounted to $716,649, of which $592,615 was 
for compensation and $124,034 for medical aid, 
as compared with $513,600 total benefits 
awarded during July a year ago. 

The benefits awarded under the Workmen’s 
Compensation Act during the seven months end- 
ing July 31 amounted to $4,708,346 as compared 
with $3,991,697 during the corresponding pe- 
riod of 1928. The compensation for the seven 
months amounted to $3,902,879, and the medical 
aid to $804,566. There were 50,053 accidents 
reported for the seven months, 268 of them be- 
ing fatal. 

The total benefits awarded from the com- 
mencement of the Act to July 31, 1929, amounted 
to $75,176,395, while the total accidents reported 
during the same period numbered 769,360. 


SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
| 9th & OLIVE STS. ST.LOUIS, MO. 








Admitted Assets 


911,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 


Let the Southern Serve You 
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Baltimore Auto Accidents on Slight 
Increase 

Fatalities in Baltimore from vehicle acci- 
dents increased slightly during the first seven 
months of this year, as compared with the 
corresponding period of last year, according to 
statistics of the police department. 

From January 1 to July 31 the records show 
a total of eighty-eight persons killed in vehicle 
accidents and 2936 injured. The same period of 
1928 shows a total of 85 deaths and 2650 injured 
by automobiles, wagons, street cars and rail- 
roads. 

Automobiles, the record shows, have been re- 


sponsible for seventy deaths this year in Balti- 


more. 
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Registration of Cars in Canada 

There is now one motor vehicle for every 
nine persons in Canada. For the first time reg- 
is tration has passed the million mark in 1928 
with an aggregate of 1,076,819. This was an 
increase of 131,147 vehicles, or 14 per cent over 
1927. In 1928 there was registered 921,395 pas- 
senger cars and 155,24 trucks and busses. 

Registration by provinces with proportion by 
population in parenthesis are as follows: On- 
tario, 491,140 (6.6); Quebec, 148,473 (17.8) ; 
Saskatchewan, 121,615 (7.0); Alberta, 89,249 
(7.1) ; British Columbia, 86,244 (6.8); Mani- 
toba, 71,162 (9.2) ; Nova Scotia, 35,286 (15.5) ; 
New Brunswick, 27,249 (14.5) ; Prince Edward 


Cat 


OF NEW YORK 








Island, 5430 (15.9). 


Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibil- 
ities of Credit Insurance? Do you know that 
thousands of well-known Manufacturers and 
Jobbers in every line—in every part of the 
country—carry policies of 


American Credit Insurance? 


Do you know that this broad protective service 
is endorsed by bankers? Thatitis extensive- 
ly advertised? That it offers an exceptionally 
efficient Collection Service, through an organ- 
ization of trained specialists operating in 12 
strategical cities of the United States and 
Canada? 


Perhaps you know these things, but have 
said that Credit Insurance is too technical, too 
involved for you to handle. It is true that it 
requires a specially trained agent to sell our 
policies; but we have originated a plan by 
which a General Insurance Broker can func- 
tion in cooperation with our regular agents— 
and make money doing it. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars 
of our plan. 


Clhe AMERICAN 


DIT~ INDEMNITY Co. 


J. F.M* FADDEN. presipent 


Offices in all leading Cities: 


New York, St. Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadel phia, Baltimore, Detroit, 


Atlanta, idieonies. Etc. 
In Canada: Toronto, Montreal, Etc. 





Casualty, Surety, Etc. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 











Actuarial 





Established 1865 by David Parks Fackier 
WARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations 
Examinations 
28 CHURCH STREET 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


WOODWARD, FONDILLER and RYAN 
Consuttine AcTuARizs 

Insurance ACCOUNTANTS 

Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ordinary, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical ee 
Cable Address: Gertract, N York 
420 LEXINGTON AVE. NEW ‘YoRK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 

INDIANAPOLIS 
Kansas City 


Omaha 





Actuarial 


Independent Adjuster 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. 


FRANK M. SPEAKMAN 


Consulting a 
Associ 

Fred £E. Seortn “0. P. A. 

Ww. L. Clayton 

EB. P. Higgins 


THE BOURSE PHILADELPHIA 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America 
Fellow, American Institute of Actuaries, 
Associate, — Institute of Actuaries. 
MAJOR E. P. ALLEN, O., 


Associate, kuna Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 





GKLAHOMA CITY, OKLA. 


CHICAGO 








R. M. MESSICK 


Consulting Actuary and Adjuster 
Flatiron Building 
DENVER, COLORADO 




















SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg. ATLANTA, GA. 























ALEXANDER C. GOOD 


Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 














ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Montreal 
Telephone Main 3300-2607 


BRANCH OFFICE: 11 Mountain Hill, Quebec City 


PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwr ters 
This valuable new salesmanship book is 
divided into two parts, one designed expecially 
for inexperienced life insurance solici: ors, and 
the other for experienced life unde writers. 
The chapter titles are: 
PART ONE—FOR THE INEXPERIENCED 
AGENT 
se ~~ Prospect- uses the Trensac- 
Common Sense Ap- Selling Seemanne to 
Meeting Objections Nailing — at 
with a Smile Their Source 
Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 
Setting a Definite Ideas Off the Beaten 
G Path 
Keeping Old Con- Programming Insur- 
tracts Bright 


ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
NEW YORK 











Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
> lla . 8.75 100 ‘* .. 30.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Aetna Appoints Managers at 
Milwaukee, Des Moines 





K. K. Ellsworth and A. L. Wortmann 
Are Made Branch Heads; Are 
Honored at Banquet 

The Aetna Life Insurance Company and 
affiliated companies announce two changes in 
their staff of branch office managers, both 
effective August Ist. A. L. Wortmann, pre- 
viously manager of the Aetna’s branch office 
at Des Moines, Iowa, has been transferred to 
Milwaukee, succeeding Claude A. Bonner, re- 
cently appointed manager of the Aetna’s 
western branch office at San Francisco. K. C. 
Ellsworth has been appointed manager at Des 
Moines succeeding Mr. Wortmann. 

Mr. Wortmann has been associated with the 
Aetna Affiliated Companies for the past eleven 
years. Previous to that time he was in the 
insurance business for himself. 

Mr. Ellsworth is a native of Iowa, entering 
the Aetna’s bond training school at Hartford 
in the spring of 1921. Upon the completion 
of this specialized course he was assigned to 
the Des Moines branch office as special agent. 

A testimonial dinner was recently given in 
Milwaukee at the Hotel Astor to Mr. Bonner 
and Mr. Wortmann. Robert A. Boers, bond 
superintendent at Milwaukee, was toastmaster. 
George Hayden, manager Wisconsin Compen- 
sation Rating and Inspection Bureau was one 
of the guests. Arrangements for the affair 
were in charge of J. L. Sullivan, cashier of 
the Aetna’s Milwaukee branch office. About 
100 persons attended. 


Retailers Fight Gas Bonds 
(Concluded from page 33) 
insurance commissioner. Again the insurance 
commissioner to have a vote only in the case 
of tie. 

(3) The unit system of voting at Bureau 
meetings, which is explained as follows: When 
any subject is to be voted on at a general 
Bureau meeting, the stock carriers will take 
their own vote and if they agree, their vote 
counts as one unit. Then the non-stock carriers 
will vote on the same proposal among them- 
selves and if they agree, their vote shali count 
as one unit. If the two units can agree, the 
proposal will be carried. If they cannot 
agree, the deciding vote to be cast by the in- 
surance commissioner. 

In resigning from the Rating Bureau about 
two weeks ago, Frank J. Creede, manager of 
the fund declared in a letter “For some time 
we have been dissatisfied with the organization 
of the Bureau, at the present time the control 
and management being entirely in the hands 
of stock carriers.” He also objected to the 
voting powers of the stock carriers and the 
governing committee. 








The New Amsterdam Casualty Compiny has 
completed arrangements whereby it will be rep- 
resented in Oklahoma City by the Braniff In- 
surance Agency, which will also act as State 
agents for Oklahoma. 
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National Bureau Burglary 
Manual Is Released 





Exclusion Clause Is Eliminated from 
All Policy Forms—Changes 
in Rates 


The new burglary manual of the National 
Bureau of Casualty and Surety Underwriters 
became effective Monday, August 5. The ex- 
clusion clause has been eliminated from all pol- 
icy forms. Thus the companies assume lia- 
bility in case of “invasion, insurrection or war. 

In order to afford protection to mercantile 
establishments against the most modern methods 
of criminals, the insurance companies have 
evolved the so-called “kidnaping coverage.” 
This covers the assured where he or one of his 
employees, after the store has been closed, is 
forced at the point of a gun or by other violent 
means to return and open the premises, or is 
forcibly detained and made to divulge means 
of entering the premises. The necessity for in- 
surance of this sort has been forcibly brought 
out in Chicago when recently in one week no 
less than eight such cases were reported. 

It has been the custom in the past to rate 
chain store risks having over 100 locations or 
custodians on the experience. In order to in- 
clude many of the smaller chains which fall 
short of the 100 locations requirement, it has 
now been decided to apply experience rates 
where there are fifty or more locations or cus- 
todians. 

Golf and tennis professions handling sport 
supplies came in for some attention at the hands 
of the burglary underwriters. Evidently the 
criminal element is sportily inclined. 

The experience on golf and tennis profes- 
sionals handling sport supplies has been so poor 
as to necessitate an increase of 25 per cent in 
open stock burglary rates. On private residence 
policies throughout the State of Oklahoma the 
loss experience has been trood enough to war- 
rant a cut from $27.50 to $18.15 per $1000 of in- 
surance covering burglary, robbery, theft and 
larceny. 

With more and more art treasures being im- 
ported for exhibition in wealthier homes, many 
of the owners of these target risks for crooks 
are protecting themselves by the installation of 
electric burglar alarms, and such equipment 
has been recognized by a discount of ten per 
cent from the existing residence burglary rates 
for their use. 


Coast Breach Is Healed 
(Concluded from page 33) 
protect the State against any recurrence in the 
future. 

Surety men doubt very much whether the 
gasoline dealers will be able to secure the in- 
junction they are now seeking or that they will 
have any success in having the law declared 
unconstitutional. 

Meanwhile, the 19,000 unbonded gasoline 
dealers offers to Pennsylvania agents a fertile 


field for new business. 
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Southern Surety Appoints Agents for 
Rocky Mountain Area 

The Southern Surety Company, St. Louis, 
Mo., has announced the appointment of Braerton 
& Forsythe Company, 527 G. & E. Building, 
Denver, Colo., as general agents for the company 
in the Rocky Mountain Territory, which in- 
cludes Colorado, Wyoming and New Mexico. 
The firm will also be general agents for the 
Southern Fire, running mate of the Southern 
Surety. 

W. B. Eaton, formerly manager of the Den- 
ver branch is now associated with Braerton & 
Forsythe Company in a production and engi- 
neering capacity. 

W. L. Braerton for about 18 years repre- 
sented the Hartford Fire in the Rocky Moun- 
tain field. About three years ago he formed 
a general agency with Don Forsythe, former 
Superintendent of Insurance for Wyoming. 
The Southern Fire has also announced the ap- 
pointment of the Hopkins, Wilcox & Rulock 
insurance agency as agents in Des Moines. 


The Associated Indemnity Corp., San Fran- 
cisco, has been licensed in the State of Kansas. 
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F you can show you’re 

a good driver, then 
youre good for a 10% 
Reduction on your Auto 
Liability and Property 
Damage Insurance for 
your private car. 


We can determine if you 
are eligible. Ask us! 
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The following quotations, as of August 5, 





Franklin Fire (ex rights) 


4 é Arthur Atious: & 0s INe WT ossis-ccccccs 223 

1929, are from reliable houses, and if any of Clinton Gilbert LR RAS Sse me 223 

. . ns F 

our readers are interested in stocks not appear- ba ogy & Con a ee 56 

i H H H Gilbert Elliott & Co., N. Y.......... 56 

ing in this list, the Research Bureau of Tuk Chaton Gilbert. ..-.-----0c.sccce. r+ 

Spectator will endeavor to supply the data: Lewis & Co., Hartford.............. 69 

Globe & Rutgers (new stock) 
Bid Offered Gilbert Elliott & Co. Beacons 1530 

American Equitable ee ee On nae 1530 
W. Wallace Lyon & Co............. 50 52 Lewis & Co., Hartford.......... sx -JOnD 

American Insurance Co. of Newark. Globe Ins. Co. 

Arthur Atkins & Co., N. Y.......... 25 W. Wallace Lyon & Co............. 37 
TS a ear 2534 2634 Great American Ins, Co. 

Gilbert Elliott & Co., N. V.......... 25% 2614 Arthur Atkins & Co., N. Y.......... 44 
Miliken & Pell, Sebo x Bi cees 2534 26 Lewis & Co., Ms chon csc wene 4434 

American Investment Securities Gilbert Elliott 9 or Es Cy a 44 
Mansfield & Co., New York......... 23 26 Clinton Gilbert..........scececeess 45 

American Surety (new) G.:W. Fanning & Co.............-. 45 
Lewis & Co., Hartford. ...........-. 138 141 Hanover Fire (ex rights) 

Bankers & Shippers (new “ae Arthur Atkins 3 ae 76 
Arthur Atkins & Co., N. Y.. cee 2 150 MORI NS oo oye. cie oe cicinicisne o's'e 76 
Gilbert Elliott & Co., N. Y. Jove ee 150 Lewis & Co., Hartford.............. 76% 
CEE... cu sc sndodeccsece 140 150 Gilbert pin a ye es | i | a 76 

Baltimore-American (new stock) Harmonia Ins, Co. 

Gilbert Elliott & Co., N. Y.......... 50 51 RSPRRNOIE MOMMIES 666. 5:0 05.060. 99's 0:5:6.5-0:8' 32 
G. W. Fanning & Co., N. Y......... 50 51 Home (N. Y.) ex Home Sec. Co. 

Brooklyn Fire Gilbert Elliott & Co., N. Y.......... 580 
G. W. Fanning & Co., N. Y......... 26 28 GC. OW. Pam BOG ook. csc cewcess 580 
W. Walla:e Lyon & Co............. 26% 28 Hudson Cas, Ins. Co. 

Bronx Fire Ins, Co. CUE MOINS 5 oie cesivscceesscenss 7 
W. Wallace Lyon & Co............. 117 120 Gilbert Elliott . ay BL ee ee 7 

Camden Fire ge SS Sy een 7 
Arthur Atkins & Co., N. Y.......... 31 33 Importers and “Leet fd 
Gilbert Elliott & Co., N. Y.......... 32 34 Arthur Atkins & Co., N. Y.......... 100 
ENN ce. ic che ap dig ip iob'e-8e-0 32 34 Gilbert Elliott & Co., N. Y.......... 100 

Carolina Insurance oO a a 100 
Arthur Atkins & Co., N. Y.......... 42 45 Insurance Co. of N. A. 

Oe SESS L © eee 42 44 Lewis & Co., Hartiord............0-. 76 
OS EEE ree 43 45 Knickerbocker Fire Ins. 

Chicago F. & M. (new) _W. Wallace Lyon & ES eco as wate 50 
Charles Sincere & Co., Chicago. ..... 38 42 Lincoln National Life 

Columbian Nat. Life NRE BSS 5 <6 yso'0 ss osisnre cs ness 120 
Mansfield & Co., New York......... 490 Maryland Casualty 

Continental Assurance Gilbert Elliott & ADIN WE oii -siscecteise 142 
Charles Sincere Co., Chicago........ 80 Merchants & Mfrs. Fire 

Continental Cas. G. W. Fanning & Co. MASS aceom tate tie se-s7eo-< 28 
Clinton Gilbert. .......... pmlc Swie'die 50 52 W. Wallace Lyon & Co., N. Y....... 29 
Chas. Sincere, Chicago............ 50 52 Missouri State Life (ex rights) 

Eagle Fire (Newark) Arthur Atkins 4 Oo i ae 80 
Gilbert Elliott & Co., N. Y.........- 82 83 Clinton Gilbert ...........0.200+5-- 80 
RR eS 2 eae 82 83 Gilbert Elliott & Co., N. Y.......... 80 

Equitable Casualty & Surety Co. Chas. Sincere & Co., Chicago........ 80 
Mansfield & Co., N. Y.......-+.04-- 50 60 National Casualty 

Excess Ins. Co. of America Chas. Sincere & Co., Chicago........ 32 
Gilbert Elliott & Co., N. Y.......... 13 15 National Liberty (new ey 
ee ee Sea 13 15 Arthur Atkins & Co., N. Y.......... 30% 
G. W. Fanning & Co............... 13 15 Gilbert Elliott & Co., N. .- Sa eee 30% 

Fidelity and Casualt Clinton Gilbert. ......... Peete ies 31 
Arthur Atkins & Co., N. Y.......... 240 
G. W. Fanning & ae phaukeen eae s sins 240 
Gilbert Elliott & Co., N. Y.......... 240 

Firemen’s Insurance Co. = Newark 
Arthur Atkins & Co., N. Y.......... 39 40 
—- Gilbert Mtdiaarereh es oven ip ot) - m = 

filiken & Pell, Newark............- g 3 S l 
Gilbert Elliott & Co., N. Y.......... 39 40% p 
Lewis & Co, Hartford............... 40% 41 ecla ists in 
Nanci AES 








WANTED 


American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 


United Life & Accident 


and all other 


New England Insurance Stocks 


a | 


CHAS. A. DAY & CO 


Incorporated 








Miscellaneous Insurance 


Boston 


LIFE 

















qresereetnenermmeeny,, 3 a asasnoces® 


45 
4534 
46 


47 
47 


78 


78 
77 


590 
590 


105 
105 


CASUALTY 
FIRE & 
MARINE 





Gi W. Banning @@o0. ....<scccscdexs 
National Union (Pittsburgh) (ex rights) 

Gilbert Elliott & Co., N. Y 

G. W. Fanning & Co 
New Amsterdam Cas. 

Gilbert Elliott & Co., N. Y.......... 
New York Casualty Co. 

ee a rrr rr rere 
New York Fire Ins. Co. 

W. Wallace Lyon & Co., N. Y....... 

G. W. Fanning & Co., N. Y......... 
New World Life 

Charles Sincere & Co., Chicago...... 
Niagara Fire 

ASR CDENE 0.0 ocho 6 o0's0:0:0:0:0-00:0 88 
North River Ins. Co. 

Arthur Atkins & Co., N. Y.......... 
Pacific Fire 

NAY MAINE oo vases vee scnseoess 
Peoples National 

NS CONE «5.6 5 c:c00 ces ce ce siosie 
Presidential F, & M 

Charles Sincere & Co., Chicago...... 
Providence Washington 

Mansfield & Co., New York......... 
Public Fire Ins. Co. 

Miliken & Pell, Newark, Sy co cwewinae 
Republic Fire, Pittsburgh 

W. Wallace Lyon & 
Reinsurance Life of America 

Charles Sincere & Co., Chicago...... 
Security Ins. Co. of New Haven 

rrr rrr 

Arthur Atkins & Co., N. Y.......... 
Springfield F. & M. 

Mansfield & ae ang 34 RE: 5/4. ses 
St. Paul F. & M. Ins. Co. 

Clinton oo a sieve aiereinetetera ee Ie TS 
Southern Surety 

Gilbert Elliott & Co., N. Y.......... 
Stuyvesant 

Arthur Atkins & Co., z Serer 

Gilbert Elliott & Co., 
Sun Life Assn. 

RN CINE So ooo, sie hen sdiecie'ees 
Sylvania Ins. Co. 

W. Wallace L ~~ C6. si cesiicccces 
U. S. Fire Ins. 

Lewis & Co., Hartford Ls iejarases a einrawinne 

Clinton Gilbert...... or eea ee wes 
Universal Ins. Co. 

Arthur Atkins & Co., N. Y 
United States Merchants & Shippers 

MOURNE A IONE 5 0-6 66:0:5:0.80)6-0.0:0.6:50 0:6 
Virginia F. & M. 

NI RIE oa. 05:6 0rd 818' 6 tlw evereie 

Arthur Atkins & Co., N. Y.......... 
Westchester Fire 

SUMIEON MIULEBE go is ncadnnestineess cies 

Arthur Atkins & Co., N.Y. :..<.0000. 


ee ey 


The underwriting of new capital for 


INSURANCE 


COMPANIES 


Fuller, Richter, Aldrich § © 


INVESTMENT BANKERS 
94 PEARL STREET 
HARTFORD. CONNECTICUT 


2088 Oeeee 
tery 
S 
tomes tt 
31 31% 
285 295 
285 295 
52 54 
81 92 
30 32 
30 32 
15 17 
212 217 
455 465 
150 160 
32 33 
30 
940 = 960 
27 28 
37 40 
98 101 
190 200 
205 = 215 
41 43 
wm 
2600 
31 33 
110 113 
110 115 
74 78 
440 460 
135 145 
135 145 
78 83 
78 83 
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NEW ENGLAND STOCK 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston.... 23 25 

H. D. Knox & Co., Boston.......... 23 26 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston... . 18 22 

H. D. Knox & Co., Boston.......... 18 22 
Boston Insurance (new stock) 

Chas, A. Day & Co., Inc., Boston.... 925 945 

H. D. Knox & Co., Boston.......... 900 925 


Capitol Fire Ins, Co. 
has. A. Day & Co., Inc., Boston: 


PRQIETOR cio vcvincscs ved cnaseve 96 
CAME Ss oc wdcecowere sects 307 
H. D. Knox & Co., Boston: 
pa ED Snr rne re 96 
CONOR 5 ae ntacias cewuca Sectues 306 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 490 510 
H. D. Knox & Co., Boston. ......... 490 Petar! 
Mass. Bonding & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston.... 190 200 
H. D; Knos & Co,, Boaton.....6..:. 180 190 
Mass, Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston... . 25 35 
New England Fire 
Chas, A. Day & Co., Tne., Boston... . 36 39 
H. D. Knox & Co., Boston. ......... 41 44 
New Hampshire Fire 
Chas. A. Day & Co. Inc., Roston..., t 75 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 600 
Providence-Washington 
Chas. A. Day & Co., Inc., Boston.... 925 950 
H. D. Knox & Co., Boston.......... 925 950 
Rhode Island Ins. Co. 
Pie ED, MOE COs cca ciscvccasse ccs 38 40 
Chas. A. Day & Co., Boston......... 38 40 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 190 200 
H, D. Knox & Co., Boston. ...6606e< 192 198 
United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston... . 49 52 
H. D. Knox & Co., Bostotts . .....000 47 49 
HARTFORD STOCKS 
Aetna Casualty and Surety 
Conning & Co., Hartford............ 1927 1975 
Lewis & Co., Hastlotd......cccccese 1990 2040 
Aetna Fire Insurance 
Conning & Co., Hartford............ 760 770 
Lewis & Ca. HOTtalG soos icvccsies 775 785 
Aetna Life Ins. Co. 
Conning & Co., Hartford............ 1350 1360 
Lewis & Co., Hartford........cccceses 1395 1405 
Automobile Insurance 
Conning & Co., Hartford............ 567 575 
Lewis @ Co,, Fiartigtd... 6. ciccaccces 570 580 
mn. General Life 
Conning & Co., Hartford............ 2256 saat 
Lewis & Co., Hartiord........0.s.ccce- 2250 2300 
Hartford Fire 
Conning & Co., Hartford............ 1055 1065 


Lewis & Ca., Fiartlord. «osu csc cveee 1055 1065 
Hartford Steam Boiler 
Conning & Co., Hartford............ 800 815 
Lewis & Ca, Fastiende. 6 6 6cecsewas 800 820 


National Fire 


Lewis & Co, Hartlord......6cccceses 94 96 
Phoenix Insurance 

Conning & Co., Hartford (rights).... 1035 1055 

Lewis. Ce., FIMSUOtGs: 6.5 v.00 0566-00 1065 1075 


Travelers Insurance 
Conning & Co., Hartlord.......0. 060s: 1965 1980 
Lewis: a Co, TEATUIGRs . o:66-c0c ecw cer 1855 1875 


Sun Indemnity Opens Two Western 
Service Offices for Agents 

The Sun Indemnity Company of New York 
has announced the opening of 4a service 
office at Detroit, Michigan, and Des Moines, 
Iowa, for service to its agents in those terri- 
tories. The Detroit service offices is located 
at 504 Stephenson building and is under the 
management of James D. Lahy, Michigan State 
agent who has had several years experience 
as branch office manager and special agency 
man in the casualty and surety business. 

The service office for Iowa and Nebraska 
is located at 404 Iowa National Bank building 
and is under the direction of H. W. Kenyon, 
who has also had several years experience in 
the casualty and surety business in this section 
of the country. 


—Paid-for business of the Fraser Agency of the 
Connecticut Mutual Life Insurance Company for the 
month of July, 1929, was $2,116,800, as against $1,- 
440,780 for July, 1928; from January, 1929, to July, 
1929, $18,581,050, as against $14,881,400 over the same 
period in 1928. 
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Novice Writes $50,000 in First 
Month 

BALTIMORE, Mp., August 6.—A strik- 
ing example of the opportunity presented 
young men in the insurance field is fur- 
nished in the case of Warfield W. Eller 
of the local agency of the A®tna Life In- 
surance Company. During the first 
month and without any previous experi- 
ence he wrote $50,000 worth of business, 
according to Richard E. Dyer, assistant 
general agent. 

Mr. Eller, who is only 21 years of age, 
attributes his success to hard work, fol- 
lowing the plans as outlined by his agency, 
and definite sales talks on the value of 
the life income policy. 











Expect Separation in California 

San Francisco, Catir.—According to re- 
plies being received by the companies from 
agents regarding their attitude toward clear 
agencies and reports of special agents through- 
out the California territory, it does not appear 
likely that much difficulty will be experienced 
in putting separation into effect in this State. 
Insurance executives admit, however, that the 
replies now being received to their letters are 
mostly from agents who have very little rela- 
tions with non-board companies. They do not, 
however, anticipate any future trouble of any 
consequence. Some of the agents will no doubt 
go non-board, but the executives are of the opin- 
ion that practically all of the agencies will clear 
in an orderly fashion. 





Iowa Agents Association to Hold 
Annual Convention 

At the annual convention of the lowa Asso- 
ciation of Insurance Agents, to be held at Fort 
Lodge, September 5 and 6, State Fire Marshal 
J. W. Strohm will speak on fire prevention. 
John P. Montrose, veteran insurance man and 
chairman of the fire prevention committee of 
the State association and chairman of the Des 
Moines Association of Fire Underwriters, who 
is making out a program touching fire preven- 
tion for the State meeting, also announces that 
C. W. Borrett of Des Moines, special agent 
for the Hanover Fre and secretary of the State 
Fire Prevention Association, will give an ac- 
counting of the activities of the State asso- 
ciation during the past year. 


William Fox Insured in Union 
Indemnity 

William Fox, prominent motion picture mag- 
nate, who had a narrow escape from death in 
an automobile accident recently carries a $60,- 
000 accident insurance policy whicn is now 
paying him $200 a week indemnity, in the 
Union Indemnity Company 

He also carries $6,400,000 in life insurance, 
much of it with a double indemnity benefit for 
death by accident. 


41 


International Re-Insurance 
Makes Rapid Progress 





Financial Statement of Year-Old 
Company Shows Overhead to Be 
Exceptionally Low 

The most recent financial statement issued 
by the International Re-Insurance Corporation, 
aggressive casualty reinsurance carrier of Los 
Angeles, shows exceptionally rapid progress. 
The company began business just twelve months 
ago, and during the first year of operation wrote 
$2,729,940 gross premiums, retaining $2,586,602. 
Earned net premiums amounted to $1,830,307. 
In addition, interest income amounted tu $266,- 
865. Total disbursements amounted to $1,- 
449,384, leaving an excess income of $1,547,- 
254. 

Besides calculating loss reserves on a very 
liberal basis, the company has voluntary estab- 
lished a contingent reserve of $500,000. The 
outlook for the future of the International Re- 
Insurance Corporation is very promising. It is 
now operating on the basis of a premium in- 
come of between four and five million dollars 


annually. Its operating expense is very low, 








VEN with their eyes 

wide open, some men 
just can’t see the wisdom 
of bonding their employ- 
ees—until, under stress, 
somebody makes off with 
the cash box! 


Fidelity Bonds are not only 
Good Business 
but a moral stimulus! 


4ETNA-IZE 


Newspaper advertise- 
ments like this mark 
the Etna agent as a 
man who knows insur- 
ance and knows how 4 
to tell others about it | 
without “scare copy.” | 








It pays to be an Btna-izer! 
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Miscellaneous Insurance 
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OVER HALF A CENTURY OF INSURANCE SERVICE 





THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 


FIFTY-SEVENTH ANNUAL ISSUE—1929 


This issue of the three volumes of ‘(he Insurance Year Book continues the valuable service in the form of Monthly 
Bulletins, which are issued regularly—one in conjunction with the Fire and Marine Volume and one in conjunction 
with the Casualty, Surety and Miscellaneous Volume. These Bulletins contain summaries of reports of Insurance 
Departments on companies, company changes, new companies projected and other information of value. Special 
Confidential Reports will also be rendered to subscribers by our Research Bureau of Insurance. The Insurance 
Year Book therefore presents 


A COMPLETE REPORTING SERVICE 
Financial Statements—Monthly Bulletins—Special Confidential Reports 





SOME OF OUR FIRE, CASUALTY AND 
MISCELLANEOUS INSURANCE PUBLICATIONS 


Fire and Marine Publications Casualty and Miscellaneous Insurance Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection $2.50 | Adjusters’ Manual for the Settlement of Accident and Health 

Agent’s Key to Fire Insurance 3.50 Claims, 1926 edition. 6.00 
Appraisers and Adjusters Handbook 5.00 | Automobile Insurance 3.75 
Automobile Insurance _ 3.75 | Casualty Insurance Laws, Taxes and Fees 25.00 
Crane’s Expiration Registers 6.50 up | Causes of Disability 10.00 
Down to Brass Tacks 2.85 | Classification of Occupations for Accident and Health Insurance 1.50 
Earthquake Hazards and Insurance 1.50 | Claims Arising from Results of Personal Injuries 3.50 
Fire Insurance Inspection and Underwriting (Fourth edition) 6.50 | Cutting the Cost of Auto Insurance in Half 1.00 
Fire Insurance Law Chart 3.00 | Daily Casualties—an accident leaflet 10 
Fire Insurance Laws, Taxes and Fees 25.00 | Defying Fate—an accident leaflet 10 
Fire Insurance Policyholders Pocket Index -75 | Digest of Workmen’s Compensation Laws in the United States 6.50 
Fire Prevention and Protection 4.25 | Handy Chart of Casualty and other Miscellaneous Insurance 

Fire Underwriting Profit and Loss Tables 10 Companies in America 5 
Making of the F ire Insurance Rate, The 6.00 | Health and Accident Salesman .50 
McGarrity’s Rapid Premium Calculator 1.00 | Health and Life Insurance Tables 10.00 
Mutual Fire Insurance Fallacies -10 | Insurability, Prognosis and Selection 15.00 
Operation of 80% Average Clause -06 | Insurability, Prognosis and Selection (Agents Edition) 10.00 
Quick Pro Rata Premium Table -50 | Investigators’ and Adjusters’ Hand Book, 3.50 
Rapid Calculator ; 3.00 | Manual of Accident and Health Insurance 3.00 
Ready Reckoner for Earned and Unearned Premiums 7.50 | Pocket Register of Accident Insurance 15 
Semmann’s Fire Insurance Cancellation Tables 2.00 | Practice of Workmen’s Compensation Insurance 4.00 
Special Agents’ and Adjusters’ Handbook 2.00 | Selection of Risks by the Casualty Solicitor 50 
Special Agents’ Electrical Handbook 1.00 | Selling Accident and Health Insurance 1.00 
Stock vs. Mutual Insurance -10 | Social Insurance, by I. M. Rubinow 5.20 
Sunderlin on Fire Insurance ; 12.50 | Something is Always Happening—an accident leaflet 10 
Universal Manual of Fire Insurance Cancellations 3.00 | Successful Selling of Accident and Health Insurance 1.75 
Weakness of Mutual Fire Insurance -10 | Surety and Casualty Salesmanship 4.00 
Where Fire Insurance Dividends Come From -10 | Standard Accident Table, A 1.50 


Windstorm and Tornado Insurance 2.50 | This May Happen to You 95 
Underwriting and Investment Profits and Losses 10 





Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for complete Catalogue of Insurance Publications with descriptive circular of books listed above 


WHEN IT IS PUBLISHED BY THE SPECTATOR COMPANY IT IS THE STANDARD WORK ON THE SUBJECT 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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